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FIRE PREVENTION ACTIVITIES 


National Fire Waste Council to Meet Next Week--Arson Prevention 


Chief Topic Up 


CG S| IINGTON, D. C., Sept. 14.—The week of 
Me October 4 has been designated by the United 
States Chamber of Commerce as Fire Pre- 
vention Week, and the insurance depart- 
ment of the organization has prepared bulle- 
tins on the work which may be used by trade 
associations, and the field of for 
chambers of commerce in carrying out the aims of this event. 

It is pointed out that the loss through fire last year was 
15,000 lives and over $548,000,000 in direct property loss, 
which did not include the incidental losses, such as loss of earn- 
ings by employees, loss of sales and profits, etc. 

Reports to the chamber indicate that the observation of fire 
prevention week becomes more widespread each year, and 
there is no doubt that it is having a decided effect in the reduc- 
tion of fires and fire losses, although various factors make it 
impossible to estimate definitely what the saving is. Returns 
from the 400 cities participating in the fire prevention contest, 
however, indicate that the aggregate fire losses were reduced 
$4,000,000 as compared with the average of those cities for 
the preceding five years. 

The fall meeting of the National Fire Waste Council, under 
whose auspices the contest is held, will be held at the head- 
quarters of the chamber in Washington on September 22. 

At this meeting, for the first time, a report will be received 
showing the results of the special committee appointed by the 
National Association of Insurance Agents to cooperate with 
the chamber in stimulating and maintaining the interest of local 
agents in the fire prevention and insurance efforts of local 
chambers. This organization entered the work only a few 
months ago. Its report will be submitted by the chairman of 
the committee, Earl E, Fisk, Green Bay, Wis. 





service 





The meeting of the council will consider a number of mat- 
ters connected with the fire situation, including the prevention 
of arson. The experiences of several cities in dealing with this 
class of crime will be detailed by representatives attending the 
meeting, and W. E. Mallalieu, general manager of the National 
Board of Fire Underwriters, will speak on the subject, “How 
Chambers of Commerce Can Assist in Reducing Arson.” 

A series of ten-minute addresses will be given on the general 
subject “Maintaining Interest of Local Chambers in the Fire 
Waste Contest.” Each speaker will treat a particular phase of 
fire prevention work which may be engaged in by chamber of 
commerce committees. Eugene Arms, manager, Mutual Fire 
Prevention Bureau, Chicago, will speak on inspection activities. 
Improvements to building codes will be discussed by Professor 
Ira H. Woolson, consulting engineer, National Board of Fire 
Underwriters. A speech by Richard E. Vernor, manager, Fire 
Prevention Department, Western Actuarial Bureau, Chicago, 
will deal with fire prevention activities in public buildings. 
Local fire prevention legislation will be treated by George W. 
300th, chief engineer of the National Board of Fire Under- 
writers. T. Alfred Fleming, chairman of the National Fire 
Protection Association’s Committee on Fire Prevention Week, 
will speak on public education. In the course of his address 
Mr. Fleming will probably refer to the part which chambers of 
commerce can play in the observance of Fire Prevention Week 
from October 4 to 11. Dana Pierce, president of the Under- 
writers’ Laboratories, will explain how fire prevention com- 
mittees can avail themselves of the engineering information 
accumulated by the Laboratories and other fire prevention 
organizations. Walter R. Hough, chairman, Fire Commis- 
sioners Section, N. F. P. A., will also speak. 
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INTERNATIONAL CLAIM ASSOCIATION 


at Montreal Brings Out Interesting Discussions 
H. C. Bates on Total and Permanent Disability Provisions 


Annual Meeting 


from the United States and Canada, the sixteenth an- 

nual convention of the International Claim Association 
opened at the Mount Royal hotel, Montreal, Canada, at 11:30 
o’clock this morning, about 150 delegates being present. The 
president, John P. Bennett, assistant secretary, United States 
Casualty Company, New York, convened the meeting with a 
brief address of welcome and outlined the program of the 
convention. 

His worship, Mayor Duquette, of the city, officially wel- 
comed the delegates, citing the city of Montreal and the pro- 
vince of Quebec as an example of tolerance, both religious and 
political. 

“T cannot give you the key to the city, because this city of 
Montreal has no door and is open to everyone, but I give you 
the city itself and hope that you will take back with you pleas- 
ant memories of your stay in the metropolis of Canada and 
that you will soon come again.” Referring to the nature of 
the business which the visitors represented, his worship said 
that he was an insurance man himself and it was very fitting 
that he should extend a welcome to fellow business men. He 
dwelt upon the importance of claims work, which required men 
ef exceptional ability, not only to supervise the interests of the 
company and its policyholders, but to render justice to all 
those claiming from the company. 


M Fromine vi QUE., Sept. 14.—With representatives 


CLraims Work IMPORTANT 

Thanking the mayor for his hearty words of welcome, Mr. 
Bennett called upon T. B. Macaulay, president of the Sun Life 
Assurance Company of Canada, with its head office in the 
city of Montreal, for a few words. In welcoming the visitors, 
Mr. Macaulay referred to the important work of the claims 
departments in the insurance field and said that the broad- 
minded and generous policy nowadays was to look for reasons 
that could justify the payment of the claim, and if a case at 
all plausible or equitable could be made out, the money should 
he paid. If in doubt, a claim man should ask himself what 
would the great body of policyholders prefer? The presump- 
tion being, Mr. Macaulay said, good faith; if there be bad 
faith the position is entirely different. In such cases the other 
policyholders must be protected. 

He was proud and happy to have the convention here and 
referred feelingly to the close relationship between Canada 
and United States, bound by not only business ties but by 
bends of affection, family and friendship. 

Heartily endorsing the words of the mayor, Mr. Macaulay 
also invited the delegates to visit the Sun Life offices, where 
he said they would be royally received and made at home, sug- 
gesting that such a visit be made part of the program of enter- 
tainment. 

In calling the roll, it was noted that the Commercial Travel- 
ers Mutual Accident Association of Utica, N. Y., had ten 
delegates attending. 





-with present day methods, said he knew of no more valuable 


The rest of the morning was taken up with the reading of 
the reports from the executive committee, the secretary-treas. 
urer, librarian and standing and special committees. 

It was decided to hold a business meeting each morning only 
from 10 A.M. to 1 P.M. 


TUESDAY SESSION 
September 15.—The meeting convened at 10 o'clock this 
morning, Senator George G. Foster, K. C., Montreal, being the 
first speaker. His subject was “Adjustments.” He opened his 
remarks by referring to the great assitance claims depatt- 
ments have been to the development of the great industry of 
insurance, and comparing early days of insurance adjusting 


asset for an insurance company than to have an adjustor able 
to satisfy insured, family of insured and attorneys; that it is 
the wish of every company to deal justly first, and generously 
where possible, and that the spirit of fair play in adjusting 
losses should be entered into by company’s representatives. 
Lasting impressions of fair treatment reported by insurance 
adjustors have much to do with building up the reputation of 
any company. He said he spoke from forty years’ experience as 
a lawyer, usually acting for, but not always representing, fire 
and life companies. He referred to the influences of aggres- 
sive adjustors on legislators, stating no more terrible arraign- 
ment can be made of the business of insurance than to havea 
legislator able to recite grievances or experiences committed 
by a zealous adjustor or agent, which appear to legislative 
bodies as an unfair act to the insured; consquently, it is not 
unreasonable to believe that adjustors may have been responsi- 
ble for certain legislation created to remedy conditions. 


Apjustors HAvE Pusiic Duty 

He concluded by stating that companies organized primarily, 
perhaps for profit, but also to serve humanity and helpless 
people as no other organization can, furnishing employment, 
paying taxes, assisting financial interests, etc. It should be 
the business of each agent and adjustor to create in the public 
mind a proper view of the position which they should occupy. 

Harry Cole Bates, attorney, Metropolitan Life Insurance 
Company, addressed the convention on the subject “The Inter- 
pretation of Total and Permanent Disability Provisions in Life 
Insurance Policies.” 

He stated that obvious principles of law applicable to accident 
and health insurance may be applied to permanent total dist 
bility provisions and the reverse and that the development of 
the law applicable to one may be expected to affect the law 
applicable to the other. He presented an outline of the law 
applied to disability provisions of life policies, indicating the 
influence which the law in each field has had and may be ex 
pected to have on the law in the other. 

His discussion was confined to the law as declared by the 

(Concluded on page 22) 
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VISION NEEDED 
HE Chrysler-Palmetto plan of auto- 
mobile insurance is having the tem- 
per of its metal tried on legal forges 
throughout the country. It is being 
beaten to thinness and, in the process, a 
sharp eye is being kept open for defects. 
Insurance men generally have decried 
the plan. Many insurance commissioners 
have declared that it is illegal in their 
States. If the Chrysler plan, as some 
automobile manufacturers contend, is an 
evidence of the determination of motor 
car builders to do away with what they 
consider evils in automobile insurance, it 
should receive more careful consideration 
from insurance men, purely upon its 
merits and without regard to legality, 

than has yet been accorded it. 

That there are so-called “evils” in auto- 
mobile insurance written by sound in- 
surance companies, this journal does not 
believe. Any business, to progress, must 
overcome obstacles in its path, occasion- 
ally revise opinions and make needed 
adjustments. These things are not evils; 
they are the growing pains of a sturdy 
industry. To say that any new plan, 
formulated with the intent to apply it 
toa business which is ever-changing, is 
wrong simply because it happens to con- 
flict with laws long on the statute books 
is scarcely logical. Laws have been al- 
tered before this, particularly such regu- 
lations as are intended for governing 
commercial pursuits. The basic right or 
wrong of the Chrysler-Palmetto plan is 
the only thing to be considered. If it is 


had for the future of the insurance busi- 
ness and the men in it, it deserves con- 
demnation. If not, there may be that in 
it which will prove enduring. 

As a matter of fact, having an eye on 
probabilities, there are other plans which 
may wrest business away from the recog- 
nized insurance carriers even to the ex- 
tent of controlling policies beyond the 
first year, something that the Chrysler 
plan apparently does not do. Suppose 
that some eight or ten of the largest auto- 
mobile manufacturers were to follow the 
example of the General Motors concern 
and organize regular insurance com- 
panies, properly licensed in the various 
States and having regular insurance 
agents of their own. Would not then the 
present established insurance carriers find 
themselves without a very large propor- 
tion of the automobile insurance premium 
income they now enjoy? Could not such 
companies, owned and supervised by auto- 
mobile manufacturers, practically control 
even the renewal business on automobile 
insurance ? 

New considerations are constantly ris- 
ing in the world of insurance transac- 
tions and their possibilities should be 
thoroughly analyzed. The motivating 
trend behind any original step taken by 
the Chrysler people or any other car 
manufacturers should be studied and, 
wherever opportunity offers, motor ve- 
hicle builders and insurance executives 
should meet to jointly attack their com- 
mon problems. A sane view of any situ- 
ation, untouched by prejudice from 
either side, will do more for the welfare 
of automobile manufacturers and the in- 
surance companies carrying the risk on 
their cars than any amount of attempts 
to “get in on the ground floor with a 
plan that will beat ’em all.” 





HE hazards of flying are matters of 

interest to practically all insurance 
companies, involving as they do fire, life, 
accident and property damage insurance. 
In spite of this interest, very little of it 
has been manifested outside of lunch 
rooms and other places where men gather 
to converse. It has therefore remained 
to Dr. Frederick L. Hoffman statiscian of 
note and an intrepid and fearless ex- 
plorer to investigate the question per- 
sonally. Dr. Hoffman in spite of his 
frail physical appearance, allows nothing 


5 


to daunt him, and in the course of a 
recent trip to the Pacific Coast, made 
eleven flights, covering over 1000 miles 
of territory. From the result of these 
flights he concludes that flying is not 
only safe when proper precaution is 
exercised, but is very enjoyable. This 
conclusion entirely corroborates the ex- 
periences of the great continental com- 
panies, which operate all over Europe 
with a remarkably small accident ratio. 
His comment on the Shenandoah disaster 
is interesting and quite to the point: 

There is this much to be said about the 
Shenandoah’s accident. She was permitted to 
cruise in an area of unknown wind force, 
probably the most dangerous wind force area 
in the world. No navigator ever thinks of 
leaving port without first receiving a weather 
warning. But in the matter of tornadoes fore- 
casting is impossible. They develop and are 
over so quickly that no dirigible can be built, 
in my opinion, able to withstand the interior 
force of a tornado. 

There have been no such accidents in Europe, 
where meteorological conditions are decidedly 
more favorable for lighter than air machines. 

This was a trial that had to be made. It 
was a test that failed. These accidents are the 
unavoidable price that has to be paid for 
pioneer work. The men who lost their lives 
were the finest, most useful and bravest type 
of men living. They served the cause of 
aviation progress as countless other men who 
have given their lives in pioneer work. 

The progress of Dr. Hoffman’s investi- 
gation, which will continue for some 
time, will be watched with interest. The 
nation as a whole still regards the ques- 
tion with considerable timidity, which the 
fearless doctor may help to allay. 





Criticizes Lumber Company Methods 

Lansinc, MicwH., September 12.—Recom- 
mendation that the State renounce all respon- 
sibility for fires in slashings in the Northern 
part of the State and that such responsibility 
be placed on lumbering concerns which fail to 
clear up slashings in the wake of their opera- 
tions was made this week by Edgar Cochrun, 
secretary of the State conservation commission. 
Many thousands of dollars’ damage have been 
done, both to timber and buildings, through 
slashings fires which have raged in the North 
during a good share of the past spring and 
summer, and Mr. Cochrun holds that until 
lumber companies are virtually forced to clean 
up conditions, this situation will continue. The 
State spends thousands of dollars annually, he 
points out, in guarding against and fighting 
these fires, while the lumber companies are per- 
mitted to continue their disastrous policies, 
which make a good portion of the State a con- 
stant fire menace. 
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WEIGHING THE PROFITS 


In the language of commissions, the Scales tell the story of the multiple advantages of 
representing a multiple line Company. 


Success speaks in several languages but the mother tongue speaks more accurately in 
terms of profit to the salesman. 


ACCIDENT AND HEALTH insurance is protection at the source—cementing the 


foundation of every insurance program, the individual income. 


LIFE INSURANCE carries on—protecting insurance needs, and completing the 
program. 


MULTIPLE LINES ARE MUTUAL BUILDERS 
OF THE SALESMAN’S PROFITS 


WEIGHING THE PROFITS IS 
THE FINAL TEST 


NICH 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT # HEALTH # GROUP 
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BECOMES GENERAL MAN= 
AGER 


Gordon Thomson in Charge of West 
Coast Life 


FIELD DIVIDED WITH GROWTH 


Departments Reorganized—J. W. Stewart 
in Charge of North, Otto Langpaap 
Heads South 
Vice-President Thomson, of the 
West Coast Life Insurance Company, at San 
Francisco, has been placed in general execu- 
tive control of the insurance affairs of the 
company. By this allocation of one of its vice- 
presidents to the immediate and full supervision 
of all company matters relating to insurance 
transactions the company also designates an 
oficial head for the agency department, which 
embraces twelve States in the Western United 
States, as well as Hawaii, China and the Philip- 


Gordon 


ines. 
This move on the part of the company is 
the logical result of the rapid expansion it has 
enjoyed during the past few years. The growth 
of the company has made it necessary to un- 
dertake a rearrangement of territorial bound- 
aries and effect a decentralization of control 
in order to promote intensive cultivation of 
the respective divisions. 

Mr. Thomson is eminently well qualified to 
assume the various responsibilities incident to 
the position by reason of his long experience 
and his thorough knowledge of all insurance 
matters in general. 

Under the new arrangement the Northern 
department, which is under the sunervision of 
Superintendent of Agencies J. W. Stewart, at 
Portland, becomes the Northern and Inter- 
mountain department, and will be extended to 
include the State of Colorado. Mr. Stewart 
will continue to supervise the department as 
formerly, reporting direct to Vice-President 
Thomson in all matters requiring the exercise 
of the official prerogative. 


Otto Langpaap, who has for the past year 
been manager of agencies for the companv 
with supervision over the entire agency depart- 
ment, becomes superintendent of agencies for 
the Central and Southern departments, embrac- 
ing the States of California, Arizona, Nevada 
and Texas. 

For some time it has been apparent to Mr. 
Langpaap that the two great empire States of 
California and Texas have grown to such an 
extent that they comprise in themselves a sepa- 
tate division requiring the full time and at- 
tention of a well-organized agency staff. He 
has been so closely affiliated with the progress 
of the various agencies in those two States 
and in Nevada and Arizona that he expressed 
the desire to be relieved of his many and ardu- 
ous duties, having to do with supervision over 
the entire territory, in order that he might 
devote his entire time to intensive development 
of this choice field. It has been his ambition 
to develop this particular territory to a point 
of perfection but he feels his whole time will 


be required to give it full and proper attention. 
J. P. Robinson has been appointed assistant 
superintendent of agencies for the Central and 


Southern department under Superintendent of 


Agencies Otto Langpaap. He will also con- 
“The Pio- 


tinue editing the company paper, 
neer.” 


Republic of Des Moines Reinsured by 
Medical Life 

Des Mornes, Iowa, September 14.—The en- 
tire business of the Republic Life Insurance 
Company of Des Moines has been reinsured in 
the Medical Life Insurance Company, of 
Waterloo, and the local company will prob- 
ably discontinue, it was announced September 
10. 

All that remains to complete the deal is the 
approval of the Iowa insurance commission 
composed of Governor John Hammill, W. R. 
C. Kendrick, Insurance Commissioner, and Ben 
Gibson, attorney-general. 

The Republic Life Company was organized 
by C. S. Byrkit in 1919. It was a mutual com- 
pany and licensed only in Iowa. It had about 
$1,000,000 of insurance in force. The officers 
were: Max B. Ruffcorn, president; (C. E. 
Keck, secretary, and F. W. Lehmann, general 
counsel. 


Death of George B. McGill 
George B. McGill, superintendent of agencies 
of the Michigan Mutual Life Insurance Com- 
pany, Detroit, died recently following a pro- 
tracted illness. He had been confined to his 
home for the past three months. 


WESTERN AND SOUTHERN’S 
SUPREMACY WEEK 

Field Produces Over $5,000,000 of Ordi- 

nary—Average of $3081 Per Man in 

One District 

The Western and Southern Life Insurance 
Company, Cincinnati, O., has set a new high 
water mark for itself in ordinary production. 
For the week of August 3, the entire field re- 
sponded to the call for more ordinary and 
rolled up the biggest week in all its thirjty- 
seven years of growth. The rot districts of the 
company were divided into two sides, fifty dis- 
tricts on one side in command of Vice-Presi- 
dent Clyde P. Johnson and fifty-one districts 
on the other side in command of A. I. Vorys, 
a director of the company and former Insur- 
ance Commissioner of the State of Ohio. The 
week of August 3, was, therefore, named 
“Supremacy Week.” The total production was 
$5,037,800. The average per man for the week 
was $2031. Superintendent of Agencies J. M. 
Reinhard, who supervises Division “E”, which 
comprises the Chicago districts and adjacent 
territory, led the entire field by producing an 
Division ‘A,’ under management of Superin- 
tendent of Agencies S. H. Smith, the usual 
average of $3081 per man during the week 
Schreiber, shows up as number 2, with an aver- 
age of $2158 per man for the week. Division 
“B,” Superintendent of Agencies M. D. 
Schreiber shows up as number 3, with an aver- 
age of $2075. Division “C,” Superintendent of 
Agencies Lewis Stentz is number 4, average 
of $1781 per man. Division “D,” Superintend- 
ent of Agencies Wm. Klusmeier, is number 5, 
in standing. 








PAID- FOR BUSINESS OF AMERICAN OLD LINE LEGAL RESERVE LIFE INSURANCE COMPANIES 
FOR FIRST SIX MONTHS OF 1925 


Name of Company 


American Life, Mich 
Atlantic Life. 


BL) CS ee ee eee ae 
California State 


Central Life. . 


Continental, Mo 


Home Life, N. Y 


Lecomte Netiomal, Md... cccscccccvevenesss 
DN BME ook Oo cenvecsececeene«eers 


Phoenix Mutual.......... ae 

WPM REO eae or ce wera acdiare e.5 dlnee 
Provident Mutual, Pa 
Massachusetts Mutual 
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$1924 figures include reinsured business of First National Life, N. D. 


*Written basis. 
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First Six Mos. First Six Mos, 
of 1924 


of 1925 

Natucineialscrmenaauasaee $19,153,800 $17,774,200 
Rent eo sake eee eae 26,000,052 19,993,262 
Pia sane ea ee A MEN 8,600,000 *7,900,000 
Ee aA Seale mae 8 nee 61,664,758 56,780,801 
ian oe Ne ae a 12,495,438 10,626,788 
iy Oies weg \ ath pe ae 73,944,535 60,306,386 
eke pet snp Sie 13,091,355 11,466,209 
ie Cain here eerha Wa tee 8,570,926 7,266,996 
Ri EG AM rts Sep 5,968,432 3,356,327 
RSE IE NS ee 15,228,267 15,332,269 
BES TAB AS AMS OT 17,505,049 16,736,413 
SUE EE SS GN a eae ae 5,910,764 5,823,744 
Cries Serene Me creas STs *15,502,752  *11,984,000 
ie ae ee omen a ogee +9,534,237 23,445,906 
gh caspian enbene AE eS 30,000,000 33,000,000 
Det a Slate eae, 32,366,202 32,220,983 
Sete yore ae ees 29'001,339 21,532,386 
Sgse ade eee 18,011,956 15,513,641 
EEN eR BOER ahr at 33,075,418 30,393,193 
Leste ee 11,889,067 10,801,062 
peli ORS Teele as 19,651,239 14,355,294 
Eye Wirt eae eae 27,531,193 22,540,890 
Biol Sea baie Cede eed 2 59,867,826 55,688,809 
ope At 5 eae eee 4,341,760 5,228,007 
Nie Mii ADSL RL ALS 14,112,712 14,208,609 
AWE ie rcn ns 15,814,687 12,636,978. 
ee ae tie Cr ee 64,936,140 75,446,990: 
Ri Wiad eee 24'015,057 20,992,031 
SiR eee ith weet nots hry Sie Fe. 123/552,789 125,208,668 
eae earbak wees Niet + 5 5,841,299 6,548,784 
34,061,871 28,764,830: 

11,118,791 8,410,180 

59,564,318 54,798,128 

102,188,173 102,957,813 

Sek Soe a eee 123,650,928 102,319,001 
Deb gita nscarei cern ee 234,237,704 222,513,024 
Lars Sauce onan 37,739,517 30,749,792 
RAC eee Ry 1,428,250 is ca 
Bip Rer aE BNE SAS eS 59,197,477 53,814,985 
Retr sate tye eee eae 446,214,700 398,359,700 
SN ya ye ios ace aoe 186,163,189 171,934,170 
ESRI HEN 33,467,757 30,069,648 
BS nt Santa Re aes 9,683,243 9,318,656 
Poh gen einer mR OE EY 9.612.250 6.070.000 
ROSE RME  TRRE >) 12,908,564 11,011,950 
Nal thd ware See ae oe 24,190,586 22,456,062 
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To Benefit 
Some Human Being 


I want to bring home some sense of re- 
sponsibility on your part to your employing 
company. I like to think of the Metropolitan 
as a real thing. It’s a Company, you say, 
without body or soul. But I never want 
to think of it as such. There is a spirit 
about it that is more than any of these 
things, that tries to bring home to its em- 
ployees some idea of personality and some 
idea of brotherhood of the company. * * * 


Every one of your companies has a staff 
of officers that is thinking of what is best 
for the company and all its people. That 
is what you must do. You are a part of 
these corporations. Every one has merit. 
Seek that merit! 


After all, what we are appealing to is the 
human heart. Weare appealing to human- 
ity itself. You are striving to serve men, 
women and children. You are trying to do 
something that will benefit some human 
being. Always keep in mind that you are 
working for humanity. It will make you 
better men and more efficient men. Every 
word and every line you publish must be 
directed to the heart of the people who read 
it.—From an address by Haley Fiske, Presi- 
dent, M etropolitan Life Insurance Company, 
before the Insurance Advertising Conference 
at Briar Chiff Lodge. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HOME OFFICE 
1 Madison Avenue New York City 
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DARBY DAY RESIGNS 
Mutual Life Chicago Manager Has Had 
Remarkable Career 

Darby A. Day, manager of the Chicago 
agency of the Mutual Life Insurance Company 
of New York, has resigned in order to join 
his family in California. No definite effective 
date has been determined upon and Mr. Day 
may continue until June I, 1926, in order to 
round out twenty-five years with the company. 

Mr. Day took over the Chicago agency in 
1911, at which time it was producing $5,000,- 
ooo a year. During 1924 over $40,000,000 was 
produced, making it one of the two or three 
largest agencies in the country. Mr. Day en- 
tered the service of the Mutual as an agent in 
Phoenix, Ariz., in June, 1901. Within a year 
he was sent to Albuquerque as manager, and 
in 1906 went to El Paso in the same capacity. 
In 1908 he became supervisor of the central 
division with headquarters in Chicago. 

Mr. Day has made no announcement of his 
future plans. 


PROGRESS IN GROUP INSURANCE 
Inter-Southern Life Has Written Over 
$3,000,000 in First Year 
E. C. McDonald, manager of the group life 
department of the Inter-Southern Life Insur- 
ance Company, Louisville, Ky., reports that $3,- 
250,000 of business was written by his depart- 
ment during its first eleven months of busi- 
ness. Over $2,000,000 of this has been paid 
for and the remainder awaits final adjustment. 
Mr. McDonald has interested himself partic- 
ularly in pension plans, which are compara- 
tively new in the group insurance field. He 
has marked out some novel and interesting 
plans, including one for the faculty of a large 
university and another for a Chicago bank. 
He is spending a good deal of time interesting 
firms in thus caring for their old and valued 

employees. 





Edward & Baker Succeed R. H. Macauley 

Kendrick A. Luther, vice-president of the 
tna Life Insurance Company, has announced 
the appointment of R. S. Edwards, secretary 
of the group life department, and E. W. Baker, 
of Detroit, as general agents of the company 
at Detroit. 

The new firm will succeed General Agent R. 
H. Macauley, who has retired. 





Campaign for Medical Examinations 

In co-operation with a movement by insur- 
ance companies looking to frequent medical 
examinations tending to stay preventable 
diseases and prolong human life, the Dallas 
County Medical Society will put on an adver- 
ising campaign within a few weeks. “A com- 
plete medical examination on each birthday” 
Will be their slogan and theme. 


—The proceedings of 
the Medical Section of 
og have been issued. 
24, 1925, at Louisville. 


the 15th annual meeting of 
the American Life Conven- 
The meeting was held June 
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LIFE INCREASES 


Over Seven Billion Written by Life 
Presidents’ Companies in Eight 
Months 








AUGUST FOURTH BIGGEST MONTH 





Writings During Low Month Evidence 
Increasing Demand for Service of 
Life Insurance 

New York, N. Y., September 15.—Forty- 
three per cent more life insurance was pur- 
chased last month than in August of 1924. Due 
to vacations and other seasonal variations, 
August in past years has always been a low 
month in life insurance production. However, 
last month’s figures are the greatest amount 
ever produced in any month in the past save 
for December of 1923, December of 1924 and 
May of 1925. This unusual activity in summer 
life insurance is shown by data forwarded this 
afternoon by the Association of Life Insurance 
Presidents to the United States Department 
of Commerce. 

The enormous amount of $930,000,000 of new 
business was produced during August by forty- 
five member companies of the Association hav- 
ing in force 81 per cent of the total outstand- 
ing life insurance of all United States legal 
reserve companies. This is an increase of 
$281,000,000 over the production of August of 
last year. 

According to the Association, 1925 promises 
to be a record year of outstanding importance. 
During the first eight months these forty-five 
companies wrote $7,044,158,000, an increase of 
19.9 per cent over the same period of 1924. 
There has been more new business purchased 
in these eight months than in the entire year 
of 1922, 


Stockholder Criticises President of Postal 
Life 

A circular letter addressed to stockholders of 
the Postal Life, of New York, by C. B. Helf- 
frich, criticizes the management of the com- 
pany by President William R. Malone, alleg- 
ing that from 1905 to 1924, inclusive, he re- 
ceived “from and by means of the company” 
over $500,000, and also claims that other con- 
siderable sums are due him, while during that 
period the stockholders have only received a 
dividend of $5000. Mr. Helffrich asks stock- 
holders to agree to pool their shares “to vote 
out Malone and his trustees.” 

Northwestern Life Outing 

Des Mornes, Iowa, September 12.—The 
Northwestern Life Company of 
Omaha, Neb., held its. annual outing recently 
at the Orleans Hotel at Spirit Lake, Iowa. 
Nine States were represented at the conven- 
tion, including Iowa, Colorado, Nebraska, 
Oklahoma, Kansas, Missouri, Ohio, South Da- 
kota and Indiana. The address of welcome 
was given by the Omaha president, Clyde G. 
Smith. Following this was general discussion 
of the company’s policies and methods of ob- 
taining business. 
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STANDARD LIFE IN NEW DEAL 
Negro Company Figures in Negotiations 
of St. Louis Group 

Sr. Louis, Mo., September 15.—The St. 
Louis Underwriters Corporation, 2803 Pine 
street, St. Louis, Mo., has announced its pur- 
pose to acquire the Standard Life Insurance 
Company of Atlanta, Ga. Both organizations 
are conducted by and for negroes. 

The consolidation of the companies will be 
effective on October 1 if the deal is consum- 
mated. The consideration involved has not 
been revealed. 

The Standard company had about $27,309,- 
681 of insurance in force and assets of $2,935,- 
059, as of December 31, 1924. It had a na- 
tional agency organization and maintained 
branches in thirteen States It was founded 
in 1913 and was the first old line legal re- 
serve company to be operated by negroes. 

The company was founded by Heman E, 
Perry, who was born ten years after his 
parents had been freed from slavery. At one 
time he was president of the company and of 
two banks and eleven other corporations. 

Last December it was reported that Perry 
had been rescued from financial ruin by a 
group of white philanthropists after some 
white men, who had given him an emergency 
loan of $500,000, were about to foreclose on 
his holdings valued at $13,000,000. It was re- 
ported that Perry’s rescuers told him that they 
came to his aid because of his achievements, 
which made him a national figure among ne- 
groes. 

In January control of the Standard Life was 
obtained by the Southern Insurance Company 
of Nashville, Tenn. a white company, and 
representatives of both races were later 
elected to the combined board of directors. 

When that deal was consummated Will G. 
Harris, president of the Southern Insurance 
Company, stated that he was willing to resell 
the Standard Life to any group of reputable 
negroes within ten years. 


The St. Louis Underwriters Corporation has 
several officers who were formerly connected 
with the Standard Life. It president, William 
O. McMahon, a former agent for the Stand- 
ard Life, had sold a considerable amount of 
the Standard stock in St. Louis, and he and 
others connected with his new company, for 
that reason, were interested in the future of 
the Standard Life. 


Several weeks ago negotiations looking to 
the purchase of the Standard Life from the 
Southern Life were opened and the deal now 
only awaits final approval. 

Besides President McMahon, other officers 
of the St. Louis Underwriters Corporation 
are: W. H. Mosby, secretary; A. C. Mac- 
lin, treasurer, and R. F. Crenshaw, assistant 
secretary. 


Advertising Men to Meet Soon 
The annual meeting of the Insurance Adver- 
tising Conference will be held in Boston, Mass., 
October 26, 27 and 28. 
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STANLEY M. MERRILL APPOINTED 

Guardian Life Manager at Hartford 

A recent appointment is that of Stanley M. 
Merrill as manager of the Hartford Agency 
of the Guardian Life Insurance Company of 
America. 

Born in Hartford thirty-two years ago, Mr. 
Merrill has been actively engaged there in the 
life insurance business for a number of years. 
Beginning as a special agent, he soon became 
a district manager and rose to the position of 
special field assistant devoting considerable 
time to field organization and sales promotion. 


The Insurance Year Book for 1925 Issued 

The first copies of the Insurance Year Book 
for 1925-1926, Life Insurance Volume, have 
been received from the binder. This huge vol- 
ume, containing nearly 1400 pages, is one of 
the set of three volumes, the others relating to 
casualty, surety and miscellaneous insurance and 
to fire and marine insurance. The last two 
volumes named will also be ready for delivery 
within a few days. 


Alfred Hurrell Is General Counsel for 
Prudential 
Alfred Hurrell, vice-president and general 
solictor of the Prudential Insurance Company 
of America, Newark, has been appointed gen- 
eral counsel, succeeding the late Richard V. 
Lindabury. C. B. Bradley was appointed gen- 
eral solicitor, succeeding Mr. Hurrell, and A. C. 
Wall was elected a director. 


John Bragg Appointed 

John Bragg, brother of James Elton Bragg, 
vice-president of the Manhattan Life Insurance 
Company, has been appointed agency manager 
of the Marmaduke Corbyn agency at Okla- 
homa City. Mr. Bragg is now taking the 
course in insurance being conducted at Okla- 
homa City. 


Connecticut Mutual to Increase Dividends 
It is rumored that the Connecticut Mutual 
Life Insurance Company, Hartford, Conn., will 
increase its dividend scale from ten to twenty 
per cent, with preference given to the younger 
ages. The company’s interest earnings are 
said to have increased to a gratifying extent. 


Opens New Office 

ATLANTA, GA., September 14.—Offices were 
opened here today by the Rockford Life In- 
surance Company of Rockford, Ill. The local 
office will have supervision of three other 
branches to be _ established at Savannah, 
Augusta and Macon, according to R. E. Bey- 
siegal, State manager. 





Course in Life Insurance at U. of P. to 
Open October 7 

Applications for admission to the fall class 
of the Division of Life Insurance Salesman- 
ship at the University of Pittsburgh are now 
being accepted and all prospective applicants 
should enroll early. The term begins Wednes- 
day, October 7 and closes Friday, December 
18. 


COMMISSIONERS MEET 


Three Governors and Past Governors 
Welcome Delegates 








FIRE MARSHALS ALSO IN SESSION 





Nearly Six Hundred Said to Be in San 
Antonio—Several Strong Addresses 

San AntTONIO, TEx., September 14.—Practi- 
cally every State in the Union, also Mexico 
and Canada, were represented at the fifty- 
sixth annual convention of the National Asso- 
ciation of Insurance Commissioners and the an- 
nual meeting of the Fire Marshals’ Association 
of North America, which convened here Mon- 
day for a week’s session. There are approxi- 
mately six hundred delegates here representing 
both organizations. Sessions of the conven- 
tions are being held at the Saint Anthony 
Hotel. 

Besides Governor Miriam A. Ferguson, first 
lady Governor of Texas, there were two 
former governors—James FE. Ferguson and 
Pat. M. Neff—all of whom delivered addresses 
cf welcome. 

Governor Miriam A. Ferguson stated that 
she welcomed the delegates not only as gov- 
ernor, “but as a citizen of Texas, I welcome 
you to Texas. You are not strangers to us, 
We speak the same common language, obey the 
same laws, cherish the same ideals, stand un- 
covered in the presence of the same flag and, 
in keeping the faith of our forefathers, we 
worship the same God. 

“And so the glory of Texas is the glory of 
all the States and the glory of all the States, 
is the glory of Texas,” she continued. “And 
IT can say that she is yours and you are hers. 
Texas is an empire in domain, wealth, love 
and hospitality and as governor I extend to 
you, the accredited representatives, citizens and 
sons of other sister States for her an imperial 
welcome. Accept it, enjoy it, make much of 
it.” 

Former Governor Ferguson in his address 
declared he was glad to have such representa- 
tive citizens in Texas as they can see for 
themselves the ‘wonderful resources of the 
State. “Everyone used to think that the only 
things Texas could raise were cotton and cat- 
tle and on certain occasions a little political 
Hades,” said the former governor, “but of late 
we have come to realize the possibilities of this 
great domain. I doubt that any of you gentle- 
men from other States realize our possrbilities. 
Texas needs the insurance men and you need 
Texas.” 

W. R. C. Kendrick, Commissioner of Insur- 
ance of Ohio, in an address told the delegates 
that the duty of the Insurance Commissioner 
is partly ministerial and partly discretionary. 
He also stressed the point that the duty of 
the Commissioner is primarily to protect the 
policyholder. 

Thirty-five of the forty-eight States were 
represented at the convention, and several of 
them by more than one delegate. 

In his annual address, J. C. Luning, presi- 





Io 


dent of the Association, State treasurer anq 
Insurance Commissioner of Florida, gave , 
brief résumé of the affairs of the association, 
He also pointed out that this was the first time 
in the history of the association that it has 
ever met in Texas. 

“We feel very close to Texas, down in ny 
State,” said President Luning. “After al 
there is nothing between Florida and Texas 
but the Gulf of Mexico (if we travel by water) 
and what is a little thing like that between 
friends ?” 

“In a Federal Republic such as ours,” he 
continued, “with each State practically supreme 
within its own borders in matters of insur. 
ance, and possessing no control outside of its 
own borders, with insurance a business not sub. 
ject to control by the general government m- 
der the Interstate State Commission Clause of 
the Constitution, insurance companies are sub- 
ject to endless and in many cases expensive and 
vexatious regulations and restrictions of con- 
flicting and contradictory character. A con 
vention such as this can be of foremost impor- 
tance in bringing order out of these chaotic 
conditions, and the organization has already 
heen such a factor. In a single instance of 
examination of insurance companies, under the 
supervision of a committee of this convention, 
with the interested States represented, in- 
stead of indiscriminate and poorly conducted 
examinations by individual departments, the 
convention has saved the companies great 
annoyance and unnecessary expense, and has 
assured a more accurate proof of solvency, 
which is the primary purpose of such examina- 
tions, than could have been accomplished by 
the departments individually.” 


ASSAILS INDIFFERENCE TO FIRE 
PREVENTION 

The enormous fire waste in the United States 
was discussed in an address to the convention 
by Chester E. Johnson, of Montgomery, Ala, 
president of the Fire Marshals’ Association of 
North America. “If we can say something or 
do something while here that would arouse our 
good natured people from a very costly coma 
and a very expensive luxury or indifference to 
the general and public, as well as individual 
heeds, our time and money will not have been 
spent in vain, but will be well invested and our 
troubles doubly repaid. 

“Can you think of a country that would 
annually donate five dollars and fifty cents for 
every man, woman and child within its domain 
upon the altars of waste? Upon the altars of 
carelessness, upon the altars of crime, one 
branch of crime, upon the altars of good ma- 
tured indifference? That’s what America does; 
but we do a great deal more than that. We 
furnished 15,000 human beings every year ™ 
our feeble efforts to satiate the ravenous greed 
of the God of Fire. Can you imagine anything 
more criminal than that? Oh, T wish we could 
have one big fire and burn it all up at once: 
then we would have a rest for a time. I wish 
we knew our poor victims for the next twelve 


(Continued on page 25) 
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BUY PEOPLES NATIONAL 


National Liberty Interests 
Philadelphia Company 





Obtain 





WILL OPERATE SEPARATELY 





Governor E. C. Stokes to Remain as 
President—Charles H. Coates and 
Norman T. Robertson to Be 
Vice-Presidents 
Interests identified with the National Lib- 
erty Insurance Company, New York, have pur- 
chased a controlling interest in the Peoples 
National Fire Insurance Company, of Phila- 
delphia. An offer of $40 per share is being 
made minority stockholders, which offer holds 
for sixty days, dating from September to. As 
the par value of the stock is $25 per share, this 
is considered a liberal offer, and is expected to 

draw in practically all of the stock. 

The company, according to the purchasers, 
will be operated as a separate company, in 
close affiliation with the National Liberty and 
the Baltimore American. Former Governor 
Edward C. Stokes will be retained as _presi- 
dent and J. M. Canning as treasurer. Other 
oficers will be George W. Tompers, Gustav 
Kehr, Charles H. Coates and Norman T. Rob- 
ertson, vice-presidents; John FE. Smith and 
B. B. Weaver, secretaries; J. C. Brown, assist- 
ant secretary, and A. J. Barett, comptroller. 

The Peoples National was organized in 1908 
with a capital of $1,000,000. For the past 
seven years it has written in the neighborhood 
of $1,000,000 in premiums, the figures for 1924 
having been $095,155. As of December 3r1, 
1924, the company had total assets of $2,576,- 
476, and surplus over capital and liabilities of 
$272,000. 

The National Liberty fleet now consists of 
three companies, the National Liberty, the 
Baltimore American, and the Peoples National. 
Their combined assets, as of December or, 
1924, amounted to $17,780,292. The companies 
are all members of the Western Insurance 
Burean and the South-Eastern Underwriters 
Association. 


Joins S. E. U. A. 

Paul B. Hulfish, manager of the North 
Carolina Inspection and Rating Bureau, has 
been appointed assistant secretary at the At- 
lanta office of the South-Eastern Underwriters 
Association, succeeding Charles W. Van Cor- 
nell, who resigned to enter local agency work 
in Birmingham. Langdon Hill, formerly 
special agent of the New Underwriters 
Agency, has been appointed as a successor to 
Mr. Hulfish. Both men will take up their 
new duties on October 1. 





Death of Silas Chapman, Jr. 

Silas Chapman, Jr., dean of local agents in 
Connecticut, died at the Hartford Hospital on 
Friday fast, following an attack of pneumonia. 
Mr. Chapman was eighty-two years old and 
Was one of the oldest agents of the Hartford 
Fite Insurance Company. 


DALLAS SITUATION 
Commissions Gradually Being Reduced— 
Solution Approaching 


Dattas, TEx., September 14.—“The Dallas 
Situation” is apparently being solved. Until 
recently the fire insurance business of Dallas, 
Tex., was in a disorganized condition as a re- 
sult of excessive commissions paid by certain 
so-called general agencies to their brokers for 
business brought in. These “general” agencies, 
by reason of the higher commission allowed 
them by the companies they represented, and 
by them passed on more or less completely to 
the brokers, were doing business at a distinct 
advantage over the local agencies. 

The net result was little or no profit for 
anyone but the brokers, most of whom were 
not insurance men. Requests began to filter 
in to the State Fire Insurance Board for a raise 
in rates so that the agents and the companies 
they represented could make a profit. 

The answer of the Fire Insurance Board was 
that it saw no occasion for a raise in rates 
when such excessive commissions as_ those 
prevalent in Dallas could be paid, and that, 
furthermore, it contemplated making a flat 
reduction of ten per cent in rates in Texas if 
the Dallas situation were not remedied. 

The result was rather rapid action by many 
of the companies doing business in Dallas. 
“General” agents are being notified that only 
the commissions customary for local agencies 
can hereafter be allowed. The agencies, in 
turn, are passing the information on to their 
brokers that the commissions paid them will 
at once be reduced to ten and fifteen per cent. 

The process here described is not complete 
in Dallas yet, but there is every reason to sup- 
pose that all of the insurance companies doing 
business in the city will fall in line rather than 
suffer a loss throughout the State, as threatened. 


Joins Fred G. Kreuger Agency 


Cnicaco, Itzt., September 12—Fred G. 
Krueger & Co., the new Cook county agency 
that recently opened offices in the Illinois Mer- 
chants Bank Building, Chicago, Ill., announces 
the appointment of Frank J. Hulsman as man- 
ager of the automobile department. Mr. Huls- 
man resigns as superintendent of the automo- 
bile department of the Western department of 
the Atlas Assurance. Mr. Hulsman has been 
in the insurance business for a number of 
years, having first been connected with the 
Chicago office of the Firemans Fund, in the 
accounts department and later in the automo- 
bile department. Before the war he was with 
Osborn & Co., Chicago agents, for about a 
year. He saw overseas service during the war 
with the 33rd Division, returning to go with 
the Atlas. The agency is rapidly rounding 
out its representation of companies and 
announces that it has taken on the Standard 
Fire of New York for automobile business, 
and the Tokio Marine and Fire, for fire insur- 
ance business. In addition the agency is Cook 
county agent for the Allemannia, of the Crum 
& Forster “fleet,” and the Millers National. 
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RULINGS CRITICIZED 





Results of Commissioner’s Question- 
naire to Company Officials 





WIDE DIFFERENCE IN OPINIONS 





One Executive Thinks State Officers Un- 
able by Virtue of Training and Posi- 
tion to Issue Just Rulings 
By W. R. C. KeEnnrick, 

Insurance Commissioner of Iowa 


In reply to my first question, namely, Under 
what conditions should.rulings be promulgated, 
the president of one of our large life insur- 
ance companies stated: 

“I would say that rulings should be pro- 
mulgated in every instance where it is neces- 
sary to protect both the interests and equities 
of the policyholders or insuring public of the 
State, and this regardless of whether or not 
there is any law on the statute books to sup- 
port the ruling. In other words, if I were In- 
surance Commissioner of any State, I would 
conceive it to be my duty to look after the in- 
terests of the insured, as the companies are 
usually able to look after their own interests. 
I think this should be tempered to the ertent 
that if a Commissioner is going to go sled 
length on rulings, he should be very sure that 
there is a real evil which he is trying to 
remedy or prevent.” 

With reference to my second question, 
Should they be limited to the interpretation of 
some express statute, the replies I received dis- 
close a sharp division of opinion. 


The following excerpt expresses the views 
of those who believe in confining our rulings 
to the interpretation of some express statute. 
It reads: 

“Under no circumstances should statutes be 
passed or departmental rulings promulgated 
which affect the freedom of the administrative 
functions of the companies’ executives. Just 
so long as the financial standing of a company 
remains unimpaired and its policyholders are 
properly dealt with, that company should be 
permitted to conduct its business and maintain 
its organization along the lines which the 
executive officers deem best for its interests. 
No one can object to wise statutes regulating 
the business or to insurance department rulings 
made in conformity therewith, but when either 
statutes or rulings presume to dictate the gen- 
eral business methods of the companies, they 
become obnoxious and un-American and have 
the tendency to destroy all initiative by inter- 
fering with the right of any corporation to 
lawfully conduct its business in its own way, 
provided, of course, that the rights of the pub- 
lic are not jeopardized thereby. Generally 
speaking, insurance department rulings should 
be limited to the interpretation of some ex- 
press statute in order to avoid difficulties or 
complications which might arise from unwise 
and arbitrary regulations. There have been in- 
stances of departmental rulings which were 


From an address before the National Convention of 
Insurance Commissioners, 
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concededly unlawful, but with which the com- 
panies had to comply under threat of revoca- 
tion of licenses.” 

While the following excerpt expresses a 
broader view and favors the exercise of dis- 
cretion on the part of the supervisory offi- 
cials: 

“No, rulings are very desirable and often 
necessary to interpret or make practicable the 
meaning of a statute on a point at issue, the 
law or code of the State, but in the absence 
ruling of a Commissioner will be of great help 
to the business. Such rulings will tend to 
standardize practices, stop, and often prevent, 
abuses and unfair practices and methods.” 

(My third question, however, opened the 
floodgates and furnished the opportunity for 
the company executives to express themselves 
unrestrained, and they did. One would natu- 
rally expect company officials to withhold their 
unqualified endorsement to the promulgation of 
departmental rulings affecting the management 
of their business and trespassing upon their 
assumed right to reserve that prerogative to 
themselves; but it is surprising how equally 
divided they are on that subject. You will 
remember that my third question read as fol- 
lows: In the absence of an express statute 
upon the subject at issue, do you believe it is 
within the discretion, and also advisable, to 
promulgate a ruling in the event the Com- 
missioner deems it necessary for the promo- 
tion of the best interests of the insurance busi- 
ness? 

The attitude of company officials who do 
not have the fullest confidence in the ability of 
Insurance Commissioners is interestingly dis- 
closed in the following excerpt taken from a 
letter received from the president of a promi- 
nent Eastern casualty company. It reads: 

“The answer to this is inevitably ‘no.’ One 
of the difficulties from which the insurance 
business is suffering at this time is too much 
unauthorized regulation by those who are gen- 
erally incompetent, and if competent, not in 
position to fully comprehend and determine 
what is for the best interests of the business. 
It is not reasonable to suppose that the super- 
intendent of insurance of any State could reach 
a satisfactory result, for the very good and 
sufficient reason that even if he were other- 
wise capable, he is not: (A) Close enough to 
the business and its workings and management: 
and (B) even if he were, he could not lay 
down an inflexible rule which would be prac- 
ticable, workable and satisfactory.” 

It is refreshing, however, to know that the 
lack of confidence in Insurance Commission- 
ers so clearly disclosed in the excerpt above 
quoted is not shared by a great many of the 
presidents of our largest insurance companies. 
A conspicuous majority of company execu- 
tives realize that Insurance Commissioners are 
confronted with problems affecting the insur- 
ance business, either directly or indirectly, in 
the solution of which said public officials are 
without express statutes to guide, or even aid 
them. This class believes that the Commis- 
sioner is not only exercising his proper juris- 





POLICYHOLDERS’ LETTERS 





In a former issue of THE Spectator, refer- 
ence was made to the widespread public de- 
mand for the Fire Insurance Pocket Index and 
a sample list of various classes of policyhold- 
ers, subscribers to that publication, was printed. 
The list included railroads, national banks, 
savings banks, trust companies, building and 
loan associations, private bankers and stock- 
brokers] manufacturers, contractors, lawyers, 
merchants, mortgage companies, auditors, in- 
vestment companies, general publishers, public 
officials, credit-rating institutions, and many 
other important businesses. 

Many fire insurance companies, agents, gen- 
eral agents and brokers widely and wisely dis- 
tribute the Fire Insurance Pocket Index so as 
to reach thousands of customers. If all the 
companies could be persuaded to act concert- 


edly in furthering the distribution of the Fire 
Index, the best interests of insurance would 
be served to advantage. This is obvious from 
the opinions of the many policyholders who 
testify to the usefulness of this publication, 

Leaders in the fire insurance business haye 
long maintained that the public should be edy. 
cated as to the narrow margin of profit in 
such underwriting, and the real facts are fully 
demonstrated by the Fire Index. The Spec- 
tator Company has on file a number of letters 
from property owners and policyholders who 
appreciate the value of the Fire Index as 
work of references, and state that they use this 
publication daily in the conduct of their busi. 
ness. One of these letters is presented below, 
and others will appear in THE Specrator from 
time to time. 


Che Caluert Mortgage Company 


CALVERT BUILDING 


FAYETTE AND ST PAUL STREETS 


Baltimore 


The 
135 
New 


Spectator Company, 
william Street, 
York, N. Y. 


Gentlemen: 


May 29, 1925. 


In response to your letter of May 26th 
would say that we use the Fire Insurance Pocket 
Index for the purpose of ascertaining the financial 
standing of various companies, in which we are 


offered insurance from time to time. 


4@ have found 


it a very useful little Index. 


Very truly yours, 


THE CALVERT MORTGAGE COMPANY 
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diction, but also performing a beneficent pub- 
lic service when he takes such action as pro- 
motes the best interests of the insurance busi- 
ness, even in the absence of an express statute. 


‘The following excerpt illustrates the attitude 


of that class of company executives: 
“Experience has shown me that not all of 
the intricate questions involved in insurance are 
covered by statute. And also that there are 
numerous situations arising where action must 
be either indicated or controlled by some cen- 
tral authority, and that central authority is 
naturally the insurance department. So that I 
believe that the person in charge of the insur- 
ance department should have temporary power 
of laying down a rule for the guidance of one 
or more companies under his supervision. I 


I2 


believe that in this connection there are situa- 
tions when it is absolutely mecessary for the 
protection of either the insurance company of 
the policyholders that some step should be 
taken which may not be directly covered by 
statute.” 

As to my fourth question, namely, Whether 
a departmental ruling should have the force 
of a statute, company executives are also 
divided. The greater majority of those reply- 
ing to my letter emphatically express their op- 
position to rulings having such effect; while 
many executives of the larger companies take 
the position that if the ruling is within the 
statutory power of the Commissioner, it should 
have the force of a statute. 
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COMPANY’S GREAT POSI= 
TION 





Automobile of Hartford Making 
Tremendous Progress 





PREMIUMS WILL PROBABLY EXCEED 
$32,000,000 THIS YEAR 





Administration Has Unprecedented Rec- 
ord of Achievement—Financial Basis 
Solid 


The unprecedented and phenomenal growth 
of the business transacted by the Automobile 
Insurance Company of Hartford has, quite 
naturally, set the ever-ready tongue of the man 
on the street to wagging. This great institu- 
tion, having net premiums of $10,777,928 in 
1921, had so expanded its operations and the 
scope of the protection it offers to the public 
that, in 1924, its net premiums had risen to 
$30,085,493. This year it will probably write 
premiums in excess of $32,000,000. So rapid 
an achievement, even when measured by suc- 
cesses already accomplished by other insurance 
organizations, is remarkable and stands out dis- 
tinctly against the far-flung background of fire 
insurance transactions. 

When the Automobile Insurance Company 
began operations in 1913, its initial paid-in 
capital was $300,000 with a surplus of like 
amount. Subsequent capital increases were as 
follows: July, 1915, to $500,000; December, 
1915, to $1,000,000; and, in 1917, from $1,- 
000,000 to $2,000,000. 

Since 1917 there has been no increase in cap- 
ital authorized by the Automobile Insurance 
Company, despite the rapid growth of its writ- 
ings and the increasingly gigantic coil of de- 
partmental machinery necessary to supply its 
driving force. An increase in capital seems to 
be warranted by the company’s status. Other 
fire insurance companies, doing a_ similarly 
large business, though some of them have not 
the tremendous premium volume, have from 
time to time increased their capitalization and 
added to surplus. It would not be strange then, 
to find that the Automobile Insurance Company, 
occupying third place in point of premium vol- 
ume, contemplates a like step which would put 
its capital more on a parity with that of con- 
temporaries. The comparison of premium vol- 
me and capital stock presented in the follow- 
ing tabulation and applying to a number of the 
great American stock fire insurance companies 
gives a resumé of the situation at a glance. 
The comments heard by insurance men on 
the street, Particularly in New York city, ap- 
parently are not made with any real study of 
the Automobile Insurance Company’s status as 
a basis. Authoritative sources positively deny 
intimation to the effect that the company will 
reinsure or has been approached with that pur- 
me in view. State insurance departments are 
entirely satisfied with the progress the com- 
pany has been making and with the steps it has 
taken to care for the tremendous amount of 
Premium volume. In addition to these con- 


siderations, it is pointed out that the close con- 


nection between the Automobile Insurance 
Company and the Etna affiliated companies, 
with their combined financial dominance, gives 
the organization an enviable position with re- 
gard to the support it is able to muster to meet 
any situation created by business expansion. 
The Automobile Insurance Company, under 
the presidency of M. B. Brainard and with the 
able administration of which he is the head, 
has done an amount of work and has devel- 
oped its operations and agency resources in 
such a way and with such speed as to place 
it in a unique position among the great stock 
fire insurance companies of this country. Its 
extraordinary progress in the field, entrusted 
largely to the capable direction of Vice-Presi- 
dent C. H. Remington, has won from its repre- 
sentatives a spirit of loyalty of which its offi- 
cials may well be proud. Surely and steadily, 
the company is proceeding with the fruition 
of its plans for continued greatness founded on 
a solid financial foundation and supported by 
public good will and internal harmony. 


LEADING AMERICAN STOCK FIRE INSUR- 


ANCE COMPANIES IN VOLUME OF 
NET PREMIUMS 
Cash Net 

Company Capital Premiums 
#iime, Hartford «...¢.6ss0 $5,000,000 $24,946,216 
American, Newark ........ 3,500,000 12,129,173 
Automobile, Hartford 2,000,000 30,085,493 
Continental, New York....10,000,000 20,889,037 
Fidelity-Phenix, New York. 5,000,000 16,726,802 
Firemans Fund, San Fran.. 3,000,000 17,708,159 
Globe & Rutgers, New York 3,500,000 28,073,786 
Great American, New York.12,500,000 18,421,759 
Hartford Fire, Hartford.... 8,000,000 56,384,486 
Home. New York.......... 18,000,000 46,596,815 
Ins. Co. of N. A., Phila.. 5,000,000 28,441,553 
National Fire, Hartford.... 3,000,000 17,718,242 
Phoenix, Hartford ........ 5,000,000 11,310,491 
Springfield Fire and Marine, 

Springheld .......0c<cos-+ 9,500,000 13,129,179 
St. Paul Fire and Marine, 

Se Pag ii vesececesees 4,000,000 11,848,103 
United States Fire, Nev 

MORE “ence dccsneawewcuetes 2,000,000 13,268,253 


Swiss Reinsurance Company’s Statement 

The Swiss Reinsurance Company, of Zurich, 
whose United States branch is under the man- 
agement of Percival Beresford, who 1s also 
United States manager of the Phoenix of Lon- 
don, has issued its annual home office state- 
ment, dated December 31, 1924. This shows 
assets aggregating $47,991,145, while its paid-in 
capital is given as $1,500,000, and its surplus 
over capital and all other liabilities as $3,208,- 
245. The net reserve of its life department 
was $9,507,710, and its annuity fund was $1,- 
121,775. Its net reserve for its life depart- 
ment was $0,507,710, and its annuity fund was 
$1,121,775. Its net reserve for unearned pre- 
miums in other departments amounted to $11,- 
235,515. Among its assets are carried bonds 
and stocks at market value of $17,933,831; 
mortgage loans amounting to $2,990,854; real 
estate appraised at $500,000; cash, $1,681,303; 
due from other companies, etc., $0,522,481; 
funds deposited with ceding companies, $15,- 
100,125; interest due and accrued, $253,461. 
E. Hurlimann is general manager of the Swiss 
Reinsurance Company, which also has a capable 
staff of assistant managers and sub-managers. 


—The National Fire Protection Association has is- 
sued its Year Book for 1925, containing lists of mem- 
bers, officers and committees, articles of association, 
etc. 
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OBJECTIONS CONTINUE 





Chrysler Plan Outlawed by 
Florida 





PALMETTO ADMITTED IN 
CALIFORNIA 





Dr. Andrew H. Palmer, Automobile’s Crop 
Superintendent, Named General Agent 


The notification from J. C. Luning, State 
treasurer of Florida, that he would not renew 
the license of the Palmetto Fire Insurance 
Company in that State on October 1 and cit- 
ing the plan of the company to insure the 
Chrysler cars as unlawful and the admittance 
of the company to California for the purpose 
of writing fire and theft insurance are the out- 
standing features of the past week in develop- 
ment of the Chrysler plan. 

Charles R. Detrick, Insurance Commissioner 
of California, has announced the licensing of 
the Palmetto in that State with Dr. Andrew 
H. Palmer, superintendent of the crop and 
weather department of the Automobile Insur- 
ance Company, of Hartford, named as general 
agent. Dr. Palmer refused to be interviewed 
and denied having received any notification of 
the appointment or having any knowledge of 
the company’s future plans for that State. 
Officials of the Automobile also denied knowl- 
edge of the affair. 

The New York Insurance Department last 
week filed a brief in the suit pending in the 
United States District Court for a preliminary 
injunction restraining Superintendent James A. 
Beha from revoking the license of the Pal- 
metto Fire. This brief, which was prepared 
by Clarence C. Fowler, special deputy in the 
insurance department, and Joseph C. H. Flynn 
of Attorney-General Albert Ottinger’s office, 
set forth the right of the State to protect jits 
citizens in insurance matters without interfer- 
ence from the Federal courts. 

Among others, the brief contains the state- 
ment that “It is a State right and a sovereign 
duty of the State to regulate the business of 
insurance, and the State of New York has 
never parted with or surrendered that right 
and duty.” 


Protest Mississippi Stamping Office 


Agents in Mississippi are protesting the 
establishment of a stamping office by the Mis- 
sissippi State Rating Bureau, on the ground 
that it had been agreed that no such office would 
be put into operation until the State had been 
re-rated. The rating bureau and some of the 
companies contend that as fast as towns can 
re-rated the agents there should start sending 
daily reports through the stamping office. 


Death of John Fitzgerald 
InpDIANAPOLIS, INpD., September 12——John 
Fitzgerald, 62 years old, of this city, for many 
years connected with the Queen Insurance 
Company, died recently at his home. He was 
widely known in this city and was active in 
fraternal circies. 
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DEATH OF CHARLES W. DISBROW 
President of American Automobile Passes 
Away Suddenly 
St. Louis, Mo., Sept. 14.—Funeral services 
for Charles Wesley Disbrow, president of the 
American Automobile Insurance Company of 
St. Louis, Mo., who died suddenly September 
10 at his summer home, Alexandria Bay, N. Y., 
were held on Monday, September 14, from his 
residence, 533 East Argonne Drive, Kirkwood, 
Mo. Interment was in Bellefontaine Cemetery, 
St. Louis. Services at the grave were private. 

President Disbrow’s sudden death was a 
severe shock to his company officials and asso- 
ciates and the St. Louis insurance world, as 
apparently he was enjoying the best of health 
and had made extensive plans for the immediate 
future. 

He was born in New York City on July 4, 
1874, and received his early education in the 
grade and high schools of that city. Later he 
attended the New York Law School, receiving 
his LL. B. degree in 1806. He entered upon 
the practice of law in 1899, and followed that 
profession in his native city until 1809, when he 
removed to Denver, Col. In that city he also 
took up law, but in 1904 he entered the casualty 
insurance field as manager of the Mountain 
Division for the United States Fidelity and 
Guaranty Company. 

He was manager for the United States 
Fidelity and Guaranty in Denver, Co., in 1908, 
when he was transferred to St. Louis, Mo., 
to take charge of the company’s affairs in that 
district. 

In 1911 he decided to organize the American 
Automobile Insurance Company, and concen- 
trate the activities of the company on one line 
—automobile insurance. He took the step 
against the advice of his former business 
associates and close friends, who contended that 
a one-line company could not succeed. He had 
a different idea of the future of the automobile 
and launched his company with $250,000 capital 
and $50,000 surplus. 


General Exchange Insurance Admitted in 
Kansas 

Topeka, KAn., September 14.—The General 
Exchange Insurance Corporation, recently or- 
ganized in New York by the General Motors 
Company, has been admitted to write business 
in Kansas. The company will write fire and 
theft only in connection with its own financing 
of the purchase of cars. Any owner of a 
car may purchase insurance direct from the 
company as a mail order plan. The company 
will not seek renewals of insurance. 


Dangerous Drought in Virginia 
RICHMOND, VA., September 12,—The pro- 
longed drought in Virginia has endangered the 
forests and fields to such an extent that W. D. 
Tyler, chairman of the committee of forestry 
of the Virginia State Chamber of Commerce, 
has issued an appeal of the citizens of the 
State to co-operate in conservation work. 
Mr. Tyler points out particularly the dan- 
ger of careless smoking and the building of 
camp fires. 





AGENTS? PROGRAM 


Tentative Arrangements Include 
Chrysler Discussion 


SOLE AGENCY QUESTION SCHEDULED 


Prepared Addresses Limited in Number— 
Missouri Governor to Give Welcom- 
ing Speech 
Following is the tentative program for the 
thirtieth annual convention of the National 
Association of Insurance Agents at the Hotel 
Muehlebach, Kansas City, Mo., October 6 

to 9: 


Monpay, OctTosBer 5 

10:00 A. M.—Meeting of National Executive Com- 
mittee, Hotel Muehlebach, State suite, 3d floor. 

10:00 A. M.—State Convention, Kansas Associa- 
tion of Insurance Agents, ball room, Hotel Muehle- 
bach. 

10:00 A. M.—State Convention, 
tion of Insurance Agents, Pompeian 
Baltimore. 

8:00-11:00 P. M.—(Tentative) Theater party and 
buffet supper of above two State associations. 


Missouri Associa- 
room, Hotel 


Tuespay, OcrToser 6 


10:00 A. M.—Meeting of State Association offi- 


cer with National Executive Committee, assembly 
room, mezzanine floor, Hotel Muehlebach. 


1:00 P. M.—Complimentary Luncheon Conference, 


State Association Secretaries. Private dining room, 
mezzanine fioor, Hotel Muehlebach. Donald G. 
North, members National Executive Committee, New 
Haven, Conn., presiding. 

4:00 P. M.—Meeting, National Executive Commit- 
tee. 


7:00 P. M.—Get-together dinner and entertainment, 
Pompeian room, Hotel Baltimore. 
WEDNESDAY FoRENOON, OcTOBER 7 
Music, orchestra, starting at 9.40. 
Convention called to order by the president. 


Singing, ‘‘America,” led by A. R. Sinclair, offi- 
cial convention leader. 
Invocation—Reverend James  Pernette DeWolfe, 


rector, St. Andrew’s Episcopal Church, Kansas City. 


Greetings from Fred C. Child, president, Kansas 
City Insurance Agents Association. 
Address of Welcome, Honorable Sam A. Baker, 


Governor of Missouri. 

Response, Past President James L. Case, Norwich, 
Conn. 

President’s 
Newark, N. J. 

Executive Committee’s Report, Cliff C. Jones, Kan- 
sas City, Mo. 

Secretary-Treasurer’s 
New York city. 

Appointment of Committees. 

Presentation of Communications. 

Address—The Value of Organization, Honorable J. 
C. Luning, president, National Convention of Insur- 
ance Commissioners. 

The Agent’s Proper Service. 

(a) To the Company 
(b) To the Assured 
General Open Discussion. 


Annual Address, Thomas C. Moffatt, 


Report, Walter H. Bennett, 


A General Discussion. 


WepNESDAY AFTERNOON 

Music, orchestra, starting at 9:40. 

Greetings from the National Association of Casu- 
alty and Surety Agents, President James W. Henry, 
Pittsburgh, Pa. 

Report of the Finance Committee, J. A. Giberson, 
Alton, Ill., chairman. 

Report of the Legislative Committee, 
Walker Taylor, Wilmington, N. C., chairman. 

Effective Office Management. A General Discus- 


14 


Colonel 


AN AMERICAN UNDERWRITER's 
IMPRESSIONS OF EUROPE 
Why the Fire Loss Per Capita in Eyro, 
pean Countries Is So Much Lower 
Than in America 


Charles C. Dominge, assistant secretary of 
the Great American of New York, who ig toy. 
ing through Europe with his family, and has 
visited five different countries, has written t 
Tue Spectator his impressions concerning the 
relative fire hazards in this country and Euro. 
pean countries, as follows: 


Just as soon as the European shore is reached 
the trained eye of the fire insurance engineer 
spots the reason of the very low fire loss per 
capita as compared with the extremely high 
figure in the United States. Instead of the 
frame construction used extensively in the 
States, and rightfully called “a forest of tooth. 
picks” by a certain expert, we find over here 
stone and concrete with tile or slate roofs, The 
walls are very thick, and all buildings are sepa. 
rated by unpierced brick parapetted walls, Ip 
all my travels hardly a frame structure was 
noticed. 





sion, led by W. E. Harrington, Atlanta, Ga, 
Trade Groups in Insurance. A _ General Discus. 
sion. (Illustrated by the position of the National 
Retail Dry Goods Association.) 
The Automobile Situation. A General Discussion, 
(a) The Chrysler-Palmetto Scheme 
(b) The General Exchange Insurance Corpora 
tion (General Motors) 
(c) Commercial Credit Companies 
(d) Auto Club Reciprocals 
(e) The Dealer Agent 
(f{) Compulsory Liability Insurance 
(g) National Automobile Chamber of Commerce 
Report of Membership Committee, Clyde B. Smith, 
Lansing, Mich., chairman. 
Rating the Moral Hazard. A General Discussion, 
led by Frank L. Gardner, Poughkeepsie, N. Y. 
Qualification of Agents. A General Discussion. 
(a) For State License—licensing laws 
(b) Eligibility Standard for Association Member- 
ship 
(c) Sole Agency Limitation 
Awarding the Woodworth Memorial. 
by George D. Markham, St. Louis, 
morial committee. 
General Open Discussion. 
8:00 P. M.—First Meeting, Committee on Resolu- 
tions, assembly room, mezzanine floor, Hotel Muelle- 
bach. 


Presentation 
chairman, me- 


Tuurspay Morninc, Octoser 8 

(NotE.—Prior to the opening of the convention ses 
sion and at 8:00 A. M. a breakfast conference will 
be held in the private dining room, mezzanine floor, 
Hotel Muehlebach, in charge of Earl E. Fisk, cbair- 
man of the special committee co-operating with Cham- 
bers of Commerce. Presidents of all State associa 
tions and chairmen of all State committees working 
with Chambers of Commerce are expected to attend. 
The conference will close at 9:45.) 

Music, orchestra, starting at 9:40. 

Report of Casualty and Surety Committee, W. E. 
Harrington, Atlanta, Ga., chairman. 

Report of Grievance Committee, 
Charleston, W. Va., chairman. 


R. PB; Be Van, 


Influences in Opposition to a Stabilized Agency 
System. A General Discussion. 
(a) The Increasing Number of Incompetent 
Agents 


(b) Branch Offices 

(c) Company Fleets 

(d) Absence of Complete Understanding Be- 
tween Companies and Agents 

(e) The Total Expense Ratio 


(Concluded on page 24) 
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FIRE INSURANCE IN ONTARIO IN 1925 
Months of Present Year Show Good 
Results 

In the Province of Ontario the experience 
of fire insurance companies is known through 
the compiled monthly records of the fire 
marshal’s office. From the last report issued 
by E. P. Heaton, fire marshal, it appears that 
for the seven months, January to July 31, 1925, 
the fire insurance losses in Ontario have been 
tess by $1,603,927, than for the corresponding 
seven months of 1924. The losses for 1925 
were $6,051,917, and for 1924, $7,655,844. The 
1923 loss was only about 80 per cent of the 
1924 loss for the same period. The compara- 
tive table of fire loss in Mr. Heaton’s report 
for the seven months of 1925 and 1924 fol- 


Seven 


lows: 
insurance 
Fires Tota! Loss Loss 
One esravsiets 6,260 $7,388,771 $6,051,917 
iC eae 5,781 9,224,039 7,655,844 
Decrease....+e+- mane 1,835,268 1,603,927 


The report also tabulates in the four impor- 

tant classification of risks, barns, dwellings, 
sores and factories for the seven months of 
1925 and 1924 as follows: 


*Increase or 


1925 1924 +Decrease 
BGR. acer caens $ 874,684 $ 621,968 *$ 225,716 
Dwellings .....+. 1,610,301 1,809,550 7199,249 
SAVES. a o/b 0.003.000 1,969,142 2,151,156 7182,014 
Factories ..ceccee 1,603,984 3,190,026 71,586,042 


It will be noted in the above table the de- 
crease in factory losses in 1925, compared with 
1024. For the month of July last the report 
shows 848 fires, resulting in a loss amounting 
to $1,053,261, and an insurance loss of $903,- 
434. In July, 1924, there were 750 fires, show- 
ing a loss of $1,432,866, and an insurance loss 
of $1,002,862. The fire loss in July of this 
year improved by $379,605, as compared with 
the year 1924. 

It might be noted that about one-third of 
the total fire insurance of Canada is written in 
the Province of Ontario. 


WILL RECOMMEND CONFERENCE TO 
S. E.. U..A, 

Virginia Advisory Committee Takes Action 

After Meeting Agents 

Ricumonp, Va., Sept. 14.—The conference 
ietween the Virginia Advisory Committee of 
the ‘South-Eastern, Underwriters Association 
aid representatives of the Virginia Association 
of Insurance Agents, held here today, was 
marked throughout by the most friendly feel- 
ig. As a result the Virginia Advisory Com- 
mittee will recommend to the executive com- 
mittee of the S.E.U.A. that it grant a confer- 
ince to representatives of the Virginia associa- 
Hon when the executive committee meets in 
Hartford on Sept. 23. It is hoped that this 
conference will lead to a modification, if not 
0 the complete repeal, of the mandatory rule, 
Promulgated August I, requiring a signed ap- 
dlication with every farm risk written. The 
agents presented to the Virginia Advisory Com- 
inittee their objections to the farm rule. The 
Virginia committee heard them sympathetic- 
lly, but, of course, was without power to act, 
KXcept to recommend that the agents be heard. 





NEW ORLEANS NEWS-LETTER 
Louisiana Insurance Society to Hold Con- 
ference—Legislation Desirable 

New OrteAns, La., September 12.—The 
executive committee of the Louisiana Insur- 
ance Society has called a mid-year conference 
to be held on Friday, September 18, in the 
Hotel Bentley at Alexandria, La. 

Certain questions of pressing importance will 
be submitted to the confereace tor discussion 
and: determination. Every insurance agent in 
the State, whether a member of the Society or 
not, is urged to attend and it is promised that 
the discussions will be open to all. 

Of course the Chrysler deal and its effect 
on the agency system will be given earnest 
consideration. 

It seems to me that the Society should 
endorse the action taken by the New Orleans 
Insurance Exchange and adopt resolutions in 
line with those adopted by the Exchange. 
These resolutions cover the ground in excel- 
fent fashion and are in accord with the posi- 
tion taken by the agents’ associations in the 
other States. 

The conference will be called upon to con- 
sider the question whether any insurance legis- 
lation should be submitted to the forthcoming 
session of the General Assembly which con- 
venes in May, 1926. 


The immediate answer to this question 
should, in my judgment, be an emphatic 
affirmative. 


Three iniquitous laws disfigure and disgrace 
the statute books of this State and should be 
repealed. These are the Anti-Compact, Anti- 
Co-Insurance and Valued Policy laws. 

These statutes born of misguided and misin- 
formed zeal, ostensibly in the interest of the 
“dear people,” have produced results which con- 
firm the prognostications of the underwriters 
and therefore are just the reverse of those 
which the wilfully ignorant proponents of the 
legislation pretended to expect. 

I do not believe it necessary at this time to 
present any argument in support of this asser- 
tion but I will be fully prepared to do so when 
the opportune time comes, as I sincerely hope 
it will. 

From every standpoint it would be most 
desirable to bring about a situation under which 
the advisory rates and rules ot the Louisiana 
Fire Prevention Bureau would be made to 
assume a mandatory character. 

Then the resident agent law can be vastly 
improved. The portions of the present Iaw re- 
lating to rebating are a mockery and a snare 
and worse than no law at all. 

A strong statute should be carefully framed 
to take care of the rebate evil, which is stead- 
ily growing and doing cumulative injury to the 
honest and straightforward members of the 
profession. But it would be impracticable to 
handle such important and far-reaching mat- 
ters at a general conference. 

The Society should adopt a 
empowering the president to appoint a commit- 
tee (of which he should be an active member) 
and refer to it, for intensive study, the whole 
subject of insurance legislation. 


resolution 


I 


wt 


British Departmental Committee on the 
Assurance Companies Act 


(From Our London Correspondent) 


Lonpon, ENGLAND, September 2—The vol- 
ume of evidence before the above committee 
tends constantly to increase, and, while most 
of it is interesting, it is, of course, not all of 
equal value. Recently evidence of much im- 
portance was given by J. J. Atkinson (general 
manager of the Royal Insurance Company) and 
Sir Arthur Worley (general manager of the 
North British and Mercantile Insurance Com- 
pany), as representing the Fire Offices’ Com- 
mittee. 

In reply to the chairman, Sir A. Worley gave 
the following definition of the Fire Offices’ 
Committee : 


_ The Fire Officer’ Committee is an associa- 
tion of offices transacting fire insurance busi- 
ness in England and abroad. It has no juris- 
diction in the United States or Canada, but, 
otherwise, generally concerns itself with fire 
insurance matters abroad and at home, with 
certain exceptions. The offices have banded 
themselves together in order that they may pool 
their experience, fix rates, alter and adjust them 
in the light of experience, and generally con- 
duct fire insurance on an equitable basis on 
behalf of themselves and on behalf of the 
policyholders. 

It appears that, speaking generally, this body 
does not see much need for fresh legislation, 
so far as the 1909 act is concerned; but if legis- 
lation is considered to be desirable thinks that 
it should be pivoted on the life position—rec- 
ognizing that there is a very distinct difference 
between the life policyholder and the fire or 
accident policyholder. In this connection the 
view is taken that the Board of Trade might 
very well seek to have legislation which will 
separate the life assets of a composite com- 
pany from its other assets. The opinion was 
further expressed that companies doing only 
reinsurance business should be exempt from 
the act, and that the act should be extended to 
marine business. 








CoMMISIONERS Visit City 

New Orleans was honored yesterday by a 
flying visit from some eighty delegates en 
route to the convention of Insurance Commis- 
sioners to be held at San Antonio. They were 
entertained by the officials of the Pan-Ameri- 
can Life Insurance Company, of the Union In- 
demnity Company and the Fire Marshal. Dur- 
ing the aternoon they were taken aboard the 
Dock Board Yacht “Alexandria” and shown 
the harbor and the port facilities. During this 
trip on the river the Dock Board’s fireboat, the 
Samson, gave a demonstration of its fire fight- 
ing powers. 

Col. Crawford 
Pan-American, 


H. Ellis, 
entertained 
banquet at the country club. 


president of the 
the visitors at a 


Among the speakers at the banquet were: 
Dr. E. G. Simmons, vice-president and general 
manager of the Pan-American; Colonel Joseph 
Button, of Virginia, Wesley E. Monk, of 
Massachusetts, and Sherwood Brockwell, of 
North Carolina. 

O’Hacerty. 
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ASSURANCE COMPANY, LTD. 
of London 
100 William St., New York 


PHOENIX. 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
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Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 6 
Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 0) 
Public Liability, Workmen’s Compensation, Burglary & Theft, RAN 
Accident & Health, Plate Glass. ff 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552.74 

NDE RDEE MMM NIIINETOR 05655 a5 0 nhs sae dio. 6 wiererd sicigloece 308,330.35 

ONES UIE a eae ee $500,000.00 

PN GE SST MINIS 5 «0:6 005.6 \0 6s ic 00 s:0010-0 1,214,259.88 

Surplus to Policyholders................... 1,714,259.88 
MIPERILUNMBDRS 5 casos bide cds barcasinewennes $3,276,142.97 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 











FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 








FIRST AMERICAN 


FIRE INSURANCE COMPANY 





One of the America Fore Group 





ERNEST STURM, CHainman oF THE Boaro. 
PAUL L.HAID, Presipenrt. 




















EVERY YEAR A RECORD YEAR 











Year Income Assets Paid Policyholders Since Organization 
1908 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 

1917 $758,923.85 $365,736.81 $1,307,881.83 
1921 $2,374,671.38 $1, 499,846.33 $4,234,599.59 
tezz = $2,891,874.11 $1,722,207.46 $5,763,009.64 
123 © $3,337,492.14 $2,119,695.57  $7,385,699.08 


wet $3,855,894.05 $2,502,432.78 $9,000,482.67 


BUSINESS MEN’S 
ASSURANCE COMPANY 


Kansas City, Mo. 






W. T. Grant, President 

















Is It Insured ? 


Violins, Cellos, Harps and other valuable Instruments 
Insured against “All Risks” wherever located 


Saxophones and other Band and Orchestral. Instruments 
Insured Against Fire, Theft and Transit Risks 


Also “All Risks" insurance on Personal Jewelry, Furs, 
Fine Arts; Salesmens Floaters, Tourists’ Floaters Etc. 


A. F. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City Chicago, lil, 


General Agents - ‘All Risks” Department 





Saint? Fire & Marine Insurance Co. 


policyholders 
Without kno 
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A Fire Prevention Advertisement 

A full-page newspaper advertisement for 
Fire Prevention Week has been prepared by 
the advertising department of the Hartford 
Fire Insurance Company. A free mat of this 
advertisement has been offered to the leading 
newspapers of the country and arrangements 
have already been completed by many publish- 
ers to use the display sometime during Fire 
Prevention Week ( October 4 to 10). 

The design that occupies the upper half of 
the advertisement shows the fire wolf that has 
heen featured so extensively on fire prevention 
literature and that has been used by the United 
States Forestry Service on thousands of post- 
ers, The caption of the advertisement is “Fire 
the Outlaw” and the copy is brief and to the 
point. It reads as follows: 


Tuts Is Fire PREVENTION WEEK 
“Last year it cost over $500,000,cco to feed 
Who paid for it? 

“You, for one. You paid your share even 
though you had no fires. Higher insurance 
rates, loss of business, idle labor, destroyed 
merchandise, depleted rents—all these con- 
sequences of fire impose a burden that every 
one shares. 

“We must stop the fire wolf’s ravages! If 
only the careless would enlist with the forces 
that are hunting him down, then fire losses 
would decrease, insurance costs would be cut, 
and the present enormous waste of labor and 
materials would be saved. 

“Resolve to-day that your family, your busi- 
ness associates and your fellow citizens shall 
never suffer because of your carelessness.” 

Plenty of space is left at the bottom of the 
advertisement for the signatures of local agents 
or others who wish to back the fire preven- 
tion movement by contributing to the cost of 
the space. The Hartford permits the adver- 
tisement to be used without credit wherever ob- 
jection is made to reference to a particular 
company, 

A tabulation of the circulation of. papers that 
wed a similar co-operative advertisement a 
year ago shows that it reached 2,700,000 news- 
paper readers, 

The Hartford’s Advertising Department is 
prepared to send proofs of this display to any 
agents who may be interested in it. 


this wolf. 


Automobile Policy Age Limits Present 
Problem in Michigan 

Lansinc, Micu., September 12.—Differing 
age limits in the State laws and in automobile 
insurance policies used in Michigan is giving 
the department of insurance worry. To give 
the insurance-buying public protection while 
refraining from overstepping the powers of the 
department is admittedly a problem. It has 
been recently brought to the attention of Com- 
missioner L. T. Hands that while insurance 
Policies are effective only while automobiles are 
ving operated by persons 16 years of age or 
oles the State law permits the licensing of 
«rivers at the age of 14. Within this gap many 
policyholders are unprotected, it is believed, 
Without knowing it. 
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FIRE INSURANCE TOPICS 


NEW YORK SURVEYS 

Floor Openings.—A severe loss in a piano 
assembling and finishing establishment within 
a few days reveals the fact that the spread of 
the fire was hastened by the condition of the 
floor openings. This raises the question as to 
whether the charge for floor openings being 
made in the modern schedules is severe enough. 
The rate on the property in question was high 
enough to lead any company to know that the 
risk was not especially good, but even so that 
does not cover the point as to the possibility 
of the charge for floor openings not being 
severe enough to force their standardization. 
The building in question had an area of 4500 
square feet, five stories and basement, non-fire- 
proof, and was occupied for the assembling 
and finishing of pianos. Work was done on 
the first to fifth floors inclusive, the nature of 
the work. the materials used, paints, turpentine 
and varnish were quite sufficient to furnish the 
very best of material for a fire. The loss was 
probably larger than it would have been, were 
it not for the fact that a severe fire at a dock 
on which the firemen had been engaged for sev- 
eral hours lessened the effectiveness ot the de- 
partmnt for handling this fire. That has noth- 
ing to do, however, with the charge for floor 
openings, which, from the report of the Patrol, 
were the chief cause for the rapid spread of 
the fire throughout the building. 

Fire Alarms—The Tendency.—The four 
years’ comparison of the fire alarms for the 
first six months in Manhattan and the Bronx, 
Brooklyn, and the totals do not give any cause 
for comfort for a reduction in the fire waste. 
It might well be assumed that with all the 
forces at work for fire prevention, a reduction 
would gradually be brought about in the num- 
ber of fire alarms. Such is not the case, as 
the statistics will show. An examination 
made immediately following the earthquake at 
Santa Barbara, prepared by an authority, stated 
that if the city had possessed and enforced a 
proper building code, there would have been 
comparatively no damage done by the earth- 
quake. The buildings would have ridden 
through it quite safely. This defect is the 
real defect of American communities—an un- 
willingness to establish and maintain proper 
standards. It is the real secret of our losses, 
not merely from earthquake but from fire and 
accident. 

Shall We Have Coinsurance?—Some sur- 
prise was expressed at the statement that 75 
per cent of the business written by one com- 
pany or group was without coinsurance. This 
Coinsurance, as a 
The executive 


in the fire insurance field. 
rule, means under insurance. 
who gave the information stated that the cor- 
rection of this featue in underwriting practice 
would do away with the necessity of advanc- 
ing the rates. Against the view of coinsurance 


17 


reer) 


there was cited the fact that, at the conflagra- 
tion in San Francisco, because of a lack of co- 
insurance, the losses were much less than they 
would have been because properties generally 
were under insured. Coinsurance furnishes the 
only equitable tool for adjusting the rate 
among different insurers. It should, therefore, 
be used in all cases. It might be possible in 
the case of a conflagration, if anyone can agree 
as to what a conflagration is, that only a cer- 
tain percentage should apply, but the fact that 
in a conflagration coinsurance may prove of 
disadvantage to the companies ought not to 
deter the application of it in all cases where 
the conflagration is not concerned. As a mat- 
ter of fact, if coinsurance had applied through- 
out the country prior to the San Francisco 
conflagration, it is quite possible that the funds 
in hand would have been amply sufficient to 
meet coinsurance losses even in San Francisco. 
It is well also to remember that there has not 
been, since the year 1666, a single fire in which 
the property loss was so large until the fire at 
San Francisco. In other words, there is a long 
gap between big fires of that kind. The com- 
munity is entitled, as well as the companies, 
to the benefit of coinsurance. 








BOSTON AND VICINITY 

Sprinkler in Apartment Houses.—Several 
apartment house owners in Boston have been 
notified by A‘ssistant Corporation Counsel Leo 
Schwartz that the city law department will 
launch action against them if they do not take 
steps to install automatic sprinklers, as a fire- 
prevention measure, within a few days. Mr. 
Schwartz announced that failure to heed the 
warning will mean immediate court action in 
most cases. 

C. M. Goddard Honored.—C. M. Goddard, 
secretary of the New England Insurance Ex- 
change, has received a handsomely engraved 
and bound copy of the resolutions recently 
passed by the Western Association of Electrical 
Inspectors, recognizing him as the “father of 
uniform electrical wiring rules.” 

L. & L. & G. Appointment—Gordon H. 
Kemball has been appointed special agent of 
the Liverpool and London and Globe for East- 
ern Massachusetts, succeeding Kenneth H. 
Erskine, who, as previously announced, has 
heen advanced to an executive position. Mr. 
Kemball has been employed with Gilmour 
Rothery & Co., Dewick & Flanders and more 
recently with the Yorkshire. 

Travelers Fire Special.—Charles E. Paisley 
has been appointed special agent for the 
Boston metropolitan and suburban field for the 
Travelers Fire, as announced by Manager 
Powers of the Boston Branch Office. Mr. 
Paisley received experience with the Factory 
Insurance Association and with Fred S. James 
& Co. of Chicago and John C. Paige & Co. 
and Kaler, Carney, Liffer & Co. of Boston. 








Miscellaneous Insurance T H E S PECTATO R 
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To Our Agency Force:- 


FALL DAYS ARE "PEP DAYS.": With September comes the FALL CAMPAIGN 
for business in every line, and "every line" include YOUR line and 
MY line and all THEIR KINDRED lines. 


"INCREASED PRODUCTION" should be our slogan for the balance of 
1925. So far it has been a GOOD year. Let's make it the BEST 
YEAR WE'VE EVER KNOWN. FOUR months will work wonders - IF WE WORK. 


September, October, November and December - the BEST third of the 
year left us in which to do AS MUCH BUSINESS as we have done in 
the past eight months. WE CAN DO IT AND WE WILL. Provided, of 
course, we can get the BUG OF AMBITION to bite us in the right 
place - SOMEWHERE where we can't SCRATCH IT, and have to KEEP 
HUSTLING TO EASE THE PAIN. 


Last week we wrote about COMPENSATION INSURANCE. Keep that in 
mind and add to it BOILER INSURANCE and FLY WHEEL INSURANCE. 
Sell ‘em ALL together. 


Increase your FIRE INSURANCE premiums by taking care of the in- 
creased values represented by new stocks already on the shelves. 


PUBLIC OFFICIAL BONDS - already brought to your attention - are 

certainly going to be written by somebody, "AND IT MIGHT AS WELL 
BE YOU." IT WILL BE if you HUSTLE. Otherwise the other fellow 

is apt to "GATHER THE GRAPES." 


FIDELITY BONDS are always salable and should receive A LITTLE 
MORE of your good attention. Almost EVERY Employee, holding any 
kind of a position of responsibility, is being BONDED these days. 


A FIDELITY BOND is not a premium on honesty, but it "STIFFENS UP 
THE BACKBONE" of the Employee who is morally right, and gives him 
a little better opinion of HIMSELF AND THE CONCERN he works for; 
and it puts "THE FEAR OF GOD" into the Employee who is INCLINED 
to be "A LITTLE BIT CARELESS." When you write a FIDELITY BOND 
you have done the CONCERN you write it FOR, and the EMPLOYEE 

you write it ON, a real and constructive SERVICE. LET'S GO! 


Yours anticipatingly, 


YF , 


SELLEGR AM 
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THE 
OBSERVATION POST 


oes 

N insurance friend of ours recently com- 

mented on the fact that the disaster to the 
United States dirigible Shenandoah occurred 
just after the appearance in THE SPECTATOR of 
an article, “The Truth About Flying Hazards.” 
The message of that article was that com- 
mercial aviation was in possession of a safety 
factor as great as any other means of trans- 
portation now known. Of course, our friend 
missed the point. When pointing out the 
safety of commercial aviation the question of 
the dirigible was entirely excluded for what 
this column considers good cause. From the 
standpoints of both the government and the 
public the large dirigible, in reality, has little 
to commend it. It, with its costly helium gas, 
represents an investment of about $2,250,000 or 
more. It requires a full crew of nearly forty 
men, some of whom are highly trained pilots 
and navigators whose education has cost about 
$15,000 per man, based on war-time estimates. 
Viewed from the standpoint of the public, the 
dirigible of the Shenandoah type is a very ex- 
pensive proposition, constituting a large invest- 
ment originally and requiring tremendous ex- 
penditures to maintain it in good repair. As 
for its government utility, Germany, in I915 
and 1916, discovered to her regret that a 
Zeppelin was about as much use in modern war- 
fare as an ice wagon would be. An aeroplane 
gadfly, costing about $7500 and occupied by one 
man, could attack it successfully and with im- 
punity. Contrast with these considerations the 
fact that for $2,000,000 about one hundred com- 
mercial aeroplanes can be built, having an ag- 
pregate carrying capacity at least equivalent 
to that of a dirigible, and having, individually, 
a small maintenance Pilots for these 
machines are not less expensive to train than 
men to handle a dirigible, but their lives are 
not all at risk at the same time. Not all the 
eggs are, so to speak, in one basket. Insurance 
companies can be persuaded to insure several 
machines engaged in supervised, carefully in- 
spected transportation, but it is doubtful if 
they would care to take a “lump-sum” risk on 
a dirigible and its cargo. Commercial aero- 
planes require but little conversion to make 
them excellent fighting machines in case of 
war, and their production in large numbers 
would be a tremendous asset to the country’s 
military strength as well as to its commercial 
well-being. The commercial aeroplane, with 








cost. 


its extraordinary low fatality rate on inspected 
and supervised flight routes, seems to be the 
hope of aviation insurance. 


THE SPECTATOR 


CASUALTY, SURETY AND MISCELLANEOUS 


ON FIRM FOUNDATION 
Examination Report Shows Strong Posi- 
of New York Casualty 
An examination of the New York Casualty 
Company, made by the New York Insurance 
Department, as of March 31, 1925, conclusively 
demonstrates the firmness of the financial 
foundation upon which that organization rests 
and points to its strong position by saying that 
the company is “in a sound financial condition 
with admitted assets of $2,963,209, and a sur- 
plus over all liabilities of $1,287,722 which, 
with its capital’ of $750,000, provides a sur- 

plus to policyholders of $2,037,722.” 

The examination finding indicated that since 
June 30, 1922, the date of the last previous 
examination, the earned premiums aggregated 
$3,581,557, while the net earned underwriting 
income was $3,555,513, due to a deduction of 
$26,044 from underwriting items. Incurred 
josses amounted to $1,314,713, and expenses in- 
curred were $1,897,076, thus showing an un- 
derwriting gain of $343,723. In the same pe- 
riod there was a net gain from investments 
of $376,756, the joint underwriting and invest- 
ment gain being $720,479. Cash dividends to 
stockholders since the last examination totaled 
$237,500. The New York Insurance Depart- 
ment’s report, in conclusion, states that “the 
affairs of the company are competently man- 
aged; efficient service is rendered policyhold- 
ers; and claims are promptly paid.” 


Metropolitan Casualty Opens Southern 
Development Office 

The Metropolitan Casualty Insurance Com- 
pany of New York has announced the open- 
ing of a Southern service office at Atlanta, 
Ga., for the purpose of developing the com- 
pany’s interests in that territory. Garnett N. 
Gabriel, for nearly eight years a special agent 
for the United States Fidelity and Guaranty, 
has been placed in charge as field director and 
His district will include supervision 
Florida, Georgia and South 


manager. 
of business in 
Carolina. 


President Charles H. Holland Back on the 
Job 
Charles H. Holland, president of the Inde- 
pendence Indemnity and the Independence Fire, 
has returned from his trip to Europe and is 
now back on the job in the companies’ head- 
quarters in Philadelphia. President Holland 
is rapidly clearing the decks of business that 
has piled up during his absence and, as skipper 
of the two insurance craft, sees fair weather 
and a fresh breeze ahead. 
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A, DUNCAN REID ELECTED 


Heads Workmen’s Compensation 
Reinsurance Bureau 








SUCCEEDS THEODORE E. GATY 





Pay Tribute to Memory of Vice-Presi- 
dent of Fidelity and Casualty 

At a meeting of the Workmen’s Compensa- 
tion Reinsurance Bureau, held in New York 
city last week, A. Duncan Reid, president of 
the Globe Indemnity Company, was elected 
chairman of the bureau to succeed Theodore 
FE. Gaty, senior vice-president of the Fidelity 
and Casualty, who died recently. Charles F. 
Frizzel, general manager of the Indemnity In- 
surance Company of North America, was 
named trustee of the bureau, and C. M. Berger, 
United States manager of the London Guar- 
antee and Accident, became a member of the 
board of governors. 

A set of resolutions, regretting the death of 
Mr. Gaty and paying tribute to the work done 
by him, was drafted and adopted. The reso- 
lutions were worded as follows: 

Theodore E. Gaty served as chairman of the 
Workmen’s Compensation Reinsurance Bureau 
from its organization in July, 1912, until his 
death on August 22, 1915. His unstinted sacri- 
fice of time, his devotion of much thought and 
study to the problems and conditions of the 
bureau, entitle him more than any other one 
man to the gratitude of the member companies 
for the organization and successful operation 
of this most useful institution. His discharge 
of the duties of his position was marked by his 
unswerving integrity and his unceasing and 
faithful interest in the welfare of the bureau. 

Resolved, That the members of the Work- 
men’s Compensation Reinsurance Bureau re- 
cord the great sorrow and loss which we feel 
in the passing of our associate and friend and 
that we extend to his family our most pro- 
found sympathy in their great bereavement. 


Represents Manufacturers Liability 

William E. Beale, whose offices are at 92 
William street, New York city, is writing cas- 
ualty lines for the Manufacturers Liability In- 
surance Company of Jersey City. Mr. Beale 
was formerly in the general agency offices of 
the General Accident, Fire and Life at New 
York. 


Frank J. Sayler Promoted 
Frank J. Sayler, long associated with the 
Royal Indemnity Company at its home office, 
has been promoted to the post of superintend- 
ent of the bonding departments of the Royal 
Indemnity and the Eagle Indemnity. 
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THE DEMAND FOR AN OUTLET FOR ‘CATASTROPHE,AND EXCESS REINSURANCE 
OF WORKMEN'S COMPENSATION, LIABILITY AND OTHERECASUALTYYLINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - - - 750,000.00 
Surplus - - 885,425.17 

500,000.00 


Voluntary Catastrophe ve 
R . - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 

Qualified before U. S. Treasury and Licensed by Principal States 

| Fimanclally Strong . Conservatively Managed Liberal Contracts 

; CORRESPONDENCE INVITED 

















t= HAMPTON ROADS 
FIRE 4” MARINE 
Insurance Company 


- NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MorIn, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 


PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 




















1846 1925 


Policyholder’s Comment:— 


“That four generations, my father, the writer, his 
sons, and a grandson carried policies in the Con- 
necticut Mutual. . ” is “testimony to the high 
standard of service rendered by the Company and the 
honorable and courteous treatment received from its 


representatives.” 


A POLICYHOLDERS’ COMPANY 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Conn. 




















CHAS. W. DISBROW 
PRESIDENT 


All kinds of 
Insurance on 


Automobiles 
Capital and Surplus - $1,376,995.89 
Reserves - - - =- = 4,538,215.10 
Total Assets - - - 5,915,210.99 
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TENTATIVE PROGRAM 


Plans for Joint Casualty and Surety 
Sessions Almost Complete 








MEET AT FRENCH LICK SPRINGS 





Sessions on September 29, 30 and Octo- 
ber 1—Speakers and Their Topics 


As has already been noted in these pages, 
the joint convention of the International Asso- 
ciation of Casualty and Surety Underwriters 
and the National Association of Casualty and 
Surety Agents will be held this year at French 
Lick Springs, Ind., on September 29 and 30 
and October 1. The convention banquet will 
take place on the evening of the second day and 
an entertainment committee, with Spencer 
Welton, vice-president of the Fidelity and De- 
posit as chairman, has arranged many features. 
The tentative program for the sessions, to- 
gether with the scheduled speakers and their 
topics, is as follows: 


Tuespay Morninc, 10 O’CLocK—SEPEMBER 29 
Joint Meeting 
of the 
International Association of Casualty and 
Surety Underwriters 
and the 
National Association of Casualty and 
Surety Agents 

Meeting called to order and presided over 
by the president of the International Associa- 
tion of Casualty and Surety Underwriters, F. 
Highlands Burns. 

— by the president—F. Highlands 
urns. 

Address—Hon. J. A. O. Preus, former Gov- 
ernor of Minnesota: “Obligations Peculiar to 
the Insurance Agent.” 

Address—M. H. Aylesworth, managing 
director, National Electric Light Association: 
“Am I my Brother’s Keeper?” 

Address.—Albert W. Whitney, associate gen- 
eral manager, National Bureau of Casualty 
and Surety Underwriters: “Insurance as Con- 
o_ and Its Relation to the Public Wel- 
are. 

Preliminary report of the joint entertain- 
ment committee: Spencer Welton, chairman. 


TuespAy MornincG, 10 O’Crock 
Women’s golf tournament. (Valley 
Course). Qualifying round. 18 holes, medal 
play. Prize for low gross and low net score. 


TuespAy AFTERNOON, 1 O’CLocK 

Men's golf tournament. (Hill Course). 
Qualifying round. 18 holes, medal play. Prize 
for winner and runner-up for low net and low 
gross score. Company players and agent play- 
ers (8 prizes). 

3:30 p. m—Women’s putting contest. 
for winner. 

3:30 p. m.—Quoit pitching for men on lawn 
near club house. Prize for winning team (two 
players), 

WepnespAy Morninc, 10 O’CLock— 
: SEPTEMBER 30 

Joint executive meeting of the International 
Association of Casualty and Surety Under- 
writers and the National Association of Cas- 
talty and Surety Agents. 

Meeting called to order and presided over 
by the president of the National Association 
3 Casualty and Surety Agents, James W. 

nry. 

Greetings from the Indiana Insurance Fed- 
€ration—Frank M. Chandler, chairman, execu- 


Prize 





tive committee, Indianapolis. 

Greetings from the National Association of 
Insurance Agents.—Thomas C. Moffatt, New- 
ark, N. J. 

Address by the president of the National 
Association of Casualty and Surety Agents.— 
James W. Henry. 

Address.—Edward C. Lunt, president, Sun 
Indemnity Company of New York: “The Cas- 
ualty or the Surety Business: Which Fills 
More Asylums?” 


Address——Hon. Hiram Bingham, United 
States Senator from Connecticut. 
Address.—Hon. James A. Beha, Superin- 


tendent of Insurance of the State of New 
York: The Just Powers of a State Insurance 
Department.” 

Subjects for discussion. 

Announcement of committee appointments by 
the president of the International Association 
of Casualty and Surety Underwriters—F. 
Highlands Burns. 

Announcement of committee appointments by 
the president of the National Association of 
Casualty and Surety Agents—James W. 
Henry. 


WEDNESDAY MorNING, 10 O'CrocKk 
Women's golf tournament (concluded). Val- 
ley Course). Tournament round. First eight 
in qualifying round play 18 holes, medal play, 
Valley Course. Prize for low net score. Sec- 
ond eight play 18 holes, medal play, Valley 
Couprse. Prize for low net score. 


WEDNESDAY AFTERNOON, I O’CLocK 

Men’s golf tournament (continued). (Hill 
Course). Tournament round. 18 holes, medal 
play. Prize for winner and runner up, low net 
and low gross score. Company players and 
agent players (8 prizes). 

Included in tournament round—18 holes, 
special medal handicap for players with handi- 
cap of 18 or over. Prize for low net score, 
company player and agent player. 

3:00 p. m.—Club house. Women’s auction 
bridge tournmanet. First and second prize. 

3:30 p.m.—Quoit pitching for men on lawn 
near club house. Prize for winning team (2 
players). 


WEDNESDAY EVENING, 7 O’CLocK 
Joint convention dinner. 


TuHurRspAY Morninc. 10 O’Crock—OcToBER I 
Committee Room 
A Business Meeting of the 
International Association of Casualty and 
Surety Underwriters 

Call to order by the president—F. High- 
lands Burns. 

Roll call and record of representatives (pre- 
liminary report of committee on registration. — 
John L. Heather, Newark, chairman). 

Report of the secretary-treasurer—F. Rob- 
ertson Jones. 

Report of the auditing committee—F. J. 
Parry, chairman. 

Report of the committee on blanks.—Bene- 
dict D. Flynn, chairman. 

Final report of the committee on registra- 
tion.—chairman. 

Report of committee on resolutions. 

Report of committee on nominations. 

Election of officers and standing committees. 

Unfinished business. 

New business. 

Adjournment sine die. 

Entertainment. 


TuurspAy Morntnc, 10 O’Ciock, OCTOBER I 


North Convention Hall 
Business Meeting of the 
National Association of Casualty and 
Surety Agents 


Call to order by the president—James W. 


aI 





Henry. 
Roll call and record of members present. 
Reading of minutes of 1924 convention. 
Report of secretary-treasurer—Dorr C. 


Price. 

Report of the auditing committee by its 
chairman.—J. K. Walker. 

Report of executive committee by its chair- 
man.—Thomas E. Braniff. 

Report of committee on resolutions. 

Report of committee on nominations. 

Election of officers. 

Unfinished business. 

New business. 

Adjournment sine die. 


Tuurspay AFTERNOON, I O’CLocK 

Men’s golf tournament (concluded). (Hill 
Course). Consolation round, 18 holes, medal 
play. Prize for winner and runner-up low net 
and low gross score. Company players and 
agent players (8 prizes). 

Included in consolation ~ round—18 holes, 
special medal handicap for players with handi- 
cap of under 18. Prize for low net score, com- 
pany player and agent player. 


DEATH OF LEM W. BOWEN 
Was President of Standard Accident for 
Fifteen Years 


Lem W. Bowen, president of the Standard 
Accident Insurance Company of Detroit, died 
last week at his home in that city after an ill- 
ness of several weeks. Mr. Bowen has not 
been in good health for some time past and 
had recently returned from a trip to Europe, 
made in the hope that a change of scene and 
climate would prove beneficial. 

Mr. Bowen, who became president of the 
Standard Accident about fifteen years ago in 
succession to D. M. Ferry, was in his sixty- 
eighth year. Although taking a keen interest 
in the affairs of the company at all times, 
Mr. Bowen was equally active, and devoted 
much of his time, in financial and commercial 
operations in his home city. He was an organ- 
izer and first president of the Cadillac Motor 
Car Company, though later disposing of his 
holdings in that concern, and was president of 
the D. M. Ferry Company, one of the largest 
seed houses in this country. In addition, he 
was a director of the Wayne County & Home 
Savings Bank, the Detroit-Edison Company, 
the Security Trust Company and other firms 
and institutions. 

Mr. Bowen is survived by his widow and 
four sons, two of whom are connected with 
the D. M. Ferry Company and the other two 
with the Standard Accident. Charles C. Bowen 
is secretary of the Standard Accident at the 
home office and Paul M. Bowen is assistant 
secretary in charge of the New York office. 


Virginia Jewelers Favor Mutual Insurance 

RicuMonp, Va., Sept. 14.—In the annual 
meeting held here today the Virginia Retail 
Jewelers Association passed a resolution favor- 
ing mutual insurance for its members. The 
association was unsuccessful in securing rate 
reduction from the stock companies, when an 
effort was made along this line a few months 


ago. 
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International Claim Association 
(Concluded from page 4) 
courts on the fundamental questions of what 
is total and what is permanent disability 
under the policy provisions, and when is 
insured totally and permanently disabled so 
as to be prevented thereby from engaging in 
any occupation and performing any work for 
compensation or profit. He pointed out that 
the causes giving rise to litigation bear no 
relation to the nature of disabilities which give 
rise to claims under such provision. The 
greatest number of cases in courts arise from 
alleged disability due to accident, whereas 
tuberculosis is 40 per cent, insanity 15 per 
cent, paralysis 5 per cent of the cause of dis- 
ability claims. He referred to the paucity of 


litigation, describing four causes as enumer- 
ated and given in the following order: 

1. Such provisions in a life policy are a 
recent development. 

2. Clauses specify losses and provide for 
total disability lasting specified time. 

3. Clauses universally provide for re- 
examination and discontinuance of benefits if 
disability shall be found to have terminated, 

4. It is a fact that companies have gen- 
erally adopted a liberal attitude in interpreta- 
tion of clauses in disability claims. 

He reviewed cases decided by courts on ques- 
tions of total disability, saying that life com- 
panies are no more inclined to litigate hard 
cases which may make bad law than are assi- 
dent and health companies. 





Wyoming. 
resentative. 


FIDELITY and DEPOSIT 
COMPANY 
BALTIMORE 


Bonds’ and 


Insurance 


Fidelity and Surety 


Burglary 








It’s Not the Size, Nor the 
Location 


— towns, each with a population of less 
than 1400, one in Maryland and one in 
In each there’s an F & D rep- 


Conditions in the two places are radically 
different, yet both F & D men are writing 
Fidelity and Surety business at the rate of 
$3.75 per capita, per annum. 
they will each write approximately $5,000 in 
Fidelity and Surety premiums this year. 


In other words, 


All of which would seem to prove that an 
agent’s possibilities for developing a satis- 
factory volume of Fidelity and Surety business 
do not depend upon the size, nor the location 
of his field of operations. 


Sp. 820 

PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


If you are not already adequately repre- 
sented in this territory I will be glad to have 
full information regarding an agency connec- 
tion with your Company. 





A third address was by George Yancey, at. 
torney, Birmingham, Ala., who spoke on the 
subject “Double Indemnity as Applicable to 
Airplanes Used for Business Purposes,” 

This was quite a long paper, Outlining the 
history of double indemnity, and referring to 


the lack of uniformity in policies. It also re 
ferred to common carriers, quoting cases, Ip 
fact, the paper was confined Principally to 
quoting judgments and decisions, 

The banquet was at 7 o’clock this evening 
and was followed by a dance. Hon, L, 4. 
David of Montreal was the speaker, 


NoMINATING COMMITTEE 


The following were appointed as members of 
the nominating committee: A. R. Chamberlain, 
A. E. McGinnis, W. R. Waugh, W. E. Brim. 
stin and W. A. Connor, 

The membership committee reported that 
nine new companies had joined the association 
during last year. 


Midland Casualty Club Formed 

An important issue of the general agents’ 
convention of the Midland Casualty Company 
held in Milwaukee recently, was the organi- 
zation of the Midland Casualty Club. Officers 
of the new club were elected as follows: 
President, Ralph FE. Wilcox, of Jackson, 
Mich.; vice-president, Nat K. Monroe, Os- 
kosh, Wis.; secretary-treasurer, J. E. Heller, 
Milwaukee, superintendent of agents. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























E 
Not | 


Lal 
rocals 
use a 
35 pe 
attorn 
and t¢ 
the @ 
suranc 

Mic 
but sc 
differe 
of th 
fact te 
ceipts. 
princi 
the e: 
in-fac' 
levels 
der su 
cal ex 
a nun 
with t 
exchat 
for tl 
lesser 
compa 
Fort 
ended 
cate o 
his cor 

It w 
to den 











Irsday 


ey, at- 
on the 
ble to 


ng the 
‘ing to 
Iso re 


lly to 


‘vening 


bers of 
Derlain, 
Brim- 


d that 


ciation 


| 
agents’ 
ympany 
organi- 
Officers 
lows : 
ackson, 
e, Os- 
Heller, 


CE 
SS 














2 


September 17, 1925 


THE SPECTATOR 


Casualty, Surety, Etc. 














RULES ON RECIPROCALS 





Michigan Commissioner Outlines 
His Intentions 





EXPENSES TO BE HELD DOWN 





Not More Than 35 Per Cent of Premiums 
May Be Paid Attorney-in=Fact 

Lansinc, Micu., September 10.—All recip- 
rocals entering Michigan must, in the future, 
use a contract form in which not more than 
35 per cent of premium receipts is paid the 
attorney-in-fact as compensation for services 
and to defray legitimate expenses of operating 
the exchange, Leonhard T. Hands, State In- 
surance Commissioner, ruled last week. 

Michigan reciprocals use such a contract now 
but some foreign exchanges have been using a 
different form, department officials state, some 
of the contracts permitting the attorney-in- 
fact to deduct half or more of the premium re- 
ceipts. Such practices distort the reciprocal 
principle, according to Mr. Hands, by making 
the exchange over-profitable to the attorney- 
in-fact while cutting down reserves to low 
levels sometimes resulting in impairment. Un- 
der such a condition, it is explained a recipro- 
cal exchange, instead of an agreement between 
a number of insured persons to share losses, 
with the attorney-in-fact merely managing, the 
exchange becomes a private enterprise, operated 
for the profit of the attorney-in-fact under 
lesser restrictions than those imposed on stock 
companies. The recent controversy with the 
Fort Deaborn Casualty Underwriters, which 
ended in the reciproca! surrendering its certifi- 
cate of authority, decided the Commissioner in 
kis course. 

It will also be the policy of the department 
to deny reciprocals the privilege of amending 


their contract forms. In several cases con- 
tracts have been modified to allow the attor- 
ney-in-fact 10 or 15 per cent deduction as pure 
compensation and permit added deductions of 
a sufficient amount to defray acquisition and 
maintenance costs and pay high salaries. Uni- 
form contracts for this and other States will 
also be insisted upon by the department. That 
Michigan subscribers should allow deductions 
from the premium payments of but 35 per cent, 
while subscribers in other States are permitted 
much greater deductions would be most unjust, 
it is argued, since losses are apportioned alike. 


Central Casualty Under Way 

The Central Casualty Company of Kansas 
City is being organized to write plate glass in- 
surance and also for the probable purpose of 
taking over the business of the Central Mutual 
Casualty. Stock is being offered at $11 per 
share and the company will havea capital of 
$100,000. S. L. Casey, of the Sam L. Casey 
Company, managers: of the Central Mutual 
Casualty, will be president of the stock com- 
pany. 


Licensed in Home State 

Announcement is made that the West Amer- 
ican Casualty Company of Los Angeles, Cal., 
has been licensed to write public liability, work- 
men’s compensation and common carrier lines 
by the Insurance Department of California. 
This organization is owned by the same inter- 
ests that control the West American Insurance 
Company, Los Angeles. 


Harry Bergen, Inc., Appointed 
The New York Casualty Company has ap- 
pointed Harry Bergen, Inc., at 135 Remsen 
street, Brooklyn, as borough agent there for 
all casualty lines. 





The lidé lity and 
(casualty (6imp any 


of New York 


ROBT. J. HILLAS, presipent 
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ACCIDENT PREVENTION 


W. H. Cameron Says 231,000 Lives 
Have Been Conserved 








NATIONAL SAFETY COUNCIL’S WORK 





Official Indicates Necessity for Practical 
Methods—Urges Public Interest 


A recent statement issued by W. H. Camr- 
eron, managing director of the National Safety 
Council, says that, since the inception of that 
organization, the lives of more than 231,000 
persons have been conserved as a result of the 
introduction of educational methods and safety 
devices designed to prevent accidents. Al- 
though pointing with pride to this remarkable 
achievement, Mr. Cameron laments that last 
year 85,000 Americans, men, women and. chil- 
dren, were killed upon our streets, in our 
homes and while at work. 

That at least 65,000 of these victims of acci- 
dents would be alive to-day if more people 
had shown a real interest in the safety move- 
ment, is the declaration of the Council’s ex- 
ecutive. He lays stress on the fact that acci- 
dents do not just happen, but are due to defi- 
nite causes. Remove these causes and the re- 
sults are eliminated, he points out. Accord- 
ing to Mr. Cameron, about 90 per cent of all 
accidents can be avoided through the introduc- 
tion of educational methods and safety de- 
vices. These statements are supported by sta- 
tistics kept by public utilities, corporations and 
firms engaged in accident prevention work, 
who have kept careful check of the number of 
fatalities that occurred both before and after 
the institution of safety campaigns. 

The lack of universal interest in safety work 
is attributed to the fact that, while the indus- 
trial costs of accidents total billions of dol- 
lars yearly, they are spread over thousands of 
plants, so that the price the individual owner 
of a plant pays is comparatively small when 
considered with the gross amount of business 
done during a year. 

There are entirely too many employers, says 
Mr. Cameron, who forget the humanitarian 
angle of the safety movement and take into 
consideration only their own small financial 
losses. 

Last years’s toll of 85,000 lives lost in acci- 
dents is a blot upon our national escutcheon, is 
his contention. 





Col. Harvey L. Jones on Agency Trip 


Col. Harvey L. Jones, vice-president of the 
New York Casualty Company, has left for an 
agency trip to the Pacific Coast. On his jour- 
ney he will touch at Seattle, Portland, and 
San Francisco, going back by way of Denver. 





Metropolitan Casualty Additions 
Albert R. Bernard and Augustus Wallauer 
have joined the New York city branch office 
of the Metropolitan Casualty Insurance Com- 
pany. 
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HE Inter-State Limited is 
speeding on its way to Suc- 
cess Land. On board are 
more than 750 agents from thirty- 
four states. 


SEVERAL “berths” are as yet 
not sold. If you are interested in 
going to Success Land via the 
shortest, safest and most com- 
fortable route, ride in the Inter- 
State Limited. We suggest that 
you reserve a section now. 
write the Home Office for informa- 
tion regarding open territory. 


The Inter-State Business Men’s Accident Associa- 
tion has made steady, consistent progress throughout 
the seventeen years since its organization. 
sentatives of this Association appreciate the assistance 
given them by the Home Office, and proved it during 
the first six months of 1925 by increasing the number 
of policy holders 33% over the corresponding period 
Their individual earnings have increased 
Yours will too, of you represent us. 


[nter-State Business MensAccident Association 
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DYER ACT SUSTAINED 
Taking Stolen Car from One State to An. 
other Is Now Federal Felony 

St. Louis, Mo., September 12.—C. A, Vane, 
general manager of the National Automobile 
Dealers Association, headquarters St, Louis, 
Mo., has expressed the belief that the recent 
decision of the United States Supreme Court 
in upholding the constitutionality of the Dyer 
Act, making it a Federal felony to transport 
stolen automobiles from one State to another, 
will do more to break up organized bands of 
automobile thieves than anything that has been 
done during the past. The decision marks the 
culmination of six years of effort to put 
through this act. 

The case went to the Supreme Court from 
Sioux Falls, S. D., where a Sioux Falls 
garage owner was convicted of removing two 
stolen automobiles valued at $1000 from Sioux 
City, Ia., to Sioux Falls, S. D., in September, 
1921. He was sentenced to eighteen months’ 
imprisonment. 


Agents’ Program 
(Concluded from page 14) 
(f) Unethical Practices of Both Companies and 
Agents 
(g) Lack of Agency Interest in Good Under. 
writing. 
(h) Reinsurance of Unethical Business 
Application of Principles. A General Discussion. 
(a) By Local Boards 
(b) By State Associations 
(c) By the National Association 

General Open Discussion. 

At 1:00 P. M. the convention will recess for the 
remainder of the day to permit of an automobile jour- 
ney in and about Kansas City. Luncheon at Mission 
Hills Country Club as guests of the Kansas City 
Association. Arrangements will be made for the golf 
bugs to finish the afternoon on the beautiful Mission 
Hills course. 

Thursday evening the Kansas City agents will be 
hosts at a supper dance in the ball room of the Hotel 
Muehlebach. 


Fripay MorninG, Octoser 9 

Music, orchestra, starting at 9:40. 

Local Board Activities. A General Discussion. 

Casualty Lines, Developing and Handling. Pre- 
sented by Thomas E. Braniff, Oklahoma City, past 
president, National Association of Casualty and 
Surety Agents. 

Report of Special Cammittee Co-operating with 
Chambers of Commerce, Earl E. Fisk, Green Bay, 
Wis., chairman. 

Public Relations. A General Discussion. 

(a) The Fire Waste Contest 

(b) Through Chambers of Commerce 

(c) Public Service in Legislation 

(d) Curtailment of Life, Fire and Accident 
Waste 

Report of Fire Prevention and Conservation Com- 
mittee—W. B. Calhoun, Milwaukee, Wis., chairman. 

Report of Special Committees. 

General Open Discussion. 


Fripay AFTERNOON 

Music, orchestra, starting at 1:40. 

Discussions, Postponed or Unfinished. 

Report of Committee on Resolutions. 

Report of Committee on Nominations. 

Election of Officers. 

Presentation of Awards: President’s Membership 
Cup and Des Moines Attendance Cup. 
Unfinished Business, Discussion and Disposition of. 
New Business. 
Adjournment. 
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Commissioners Meet 
(Continued from page 10) 

months so that we might let them know their 
fate in time to prepare, so that we might round 
them all up at one time, saturate them with 
deadly and explosive inflammable liquids, and 
fet some fiendish pyromaniac touch the match 
that would send them out into the undiscov- 
ered country from whose bourne no traveler 
returns.” He recommended to the members of 
the association that they urge their local agents 
not to accept any risks unless they make an 
investigation and know the character ot the 
person desiring insurance. He also urged 
teaching of fire prevention in the schools.” 

The delegates to the convention include: 
Henry D. Appleton, Albany, New York, 
deputy superintendent; W. R. Baker, Topeka, 
Kansas, superintendent of insurance; T. N. 
Baldwin, Jr., Washington, D. C., superintend- 
ent of insurance; Thomas B. Blackburn, 
Omaha, Neb., secretary, American Life Con- 
vention; J. C. Bond, Charleston, W. Va., In- 
surance Commissioner; T. D. Brannif, Okla- 
homa City, chairman, executive comm. Na- 
tional Assn. of Casualty and Surety Agents; 
A. W. Briscoe, Montgomery, Ala., ex-Com- 
missioner Insurance; Jos. Button, Richmond, 
Va., Commissioner of Insurance; James A. 
Beha, Albany, Superintendent of Insurance; 
Bruce T. Bullion, Little Rock, Ala., ex-Insur- 
ance commissioner; William M. Corcoran, 
Hartford, Conn., actuary; A. S. Caldwell, 
Nashville, Tenn., Commissioner of Insurance; 
Wilson L. Condon, Baltinrore, Md., deputy In- 
surance Commissioner; Harry L. Conn, Co- 
lumbus, Ohio, Superintendent of Insurance; A. 
P. Carrillo, San Antonio, Tex., counsel gen- 
eral, Mexico; H. P. Dunham, Hartford, Conn., 
Insurance Commissioner; John R. Dumont, 
Lincoln, Neb., Insurance Commissioner; Rob- 
ert E. Daly, Jefferson City, Mo., actuary; 
Chas. R. Detrick, San Francisco, Cal., Insur- 
ance Commissioner; C. M. Doss, Austin, Tex., 
department of insurance; C. C. Fowler, 
Albany, N. Y., deputy superintendent; Ben 
J. Gibson, Des Moines, attorney-general; C. A. 
Gough, Trenton, N. J., assistant deputy com- 
missioner; T. M. Henry, Jackson, Miss., In- 
surance Commissioner; Constance Hayden 
Boise, Idaho, chief clerk; G. N. Holton, Austin, 
Tex., secretary, member of Insurance Commis- 
sion; H. B. Houghton, Oklahoma City, 
Okla, department of insurance; A. L. Hund- 
ley, San Antonio, Tex., chief inspector; Ben 
C. Hyde, Kansas City, Mo., superintendent of 
insurance; Frank E. Hall, Richmond, Va., 
assistant secretary; Clifford Ireland, Peoria, 
Ill, director, department of trade; Frank N. 
Julian Montgomery, Ala., Superintendent of 
Insurance; W. R. Kendrick, Des Moines, Ia., 
Commissioner of Insurance; Arthur E. Lin- 
dell, Boston, Mass., first deputy commissioner 
cf insurance; J. C. Luning, Tallahassee, Fla., 
State treasurer, Insurance Commissioner; 
Daniel Lavin, Ciudad Juarez, Mexico, Com- 
missioner of Insurance; James M. Lown, New 
York city ex-deputy; Will Moore, Salem, 
Ore, Insurance Commissioner; A. A. 


McGrath, Houston, Tex., examiner; Thomas 
McMurray, Jr:, Indianapolis,- Ind., Commis- 
sioner of Insurance; Sam. W. McCulloch, Har- 
risburg, Pa., Commissioner of Insurance; S. 
A. Olsness, Bismarck, N. D., Insurance Com- 
missioner; H. E. Ryan, New York, consulting 
actuary; Jess E. G. Read, Oklahoma City, 
Okla., Insurance Commissioner; J. O. Rum- 
mens, Olympia, deputy of insurance; M. E. 
Singleton, St. Louis, Mo., president, Missouri 
State Life Insurance Company; W. W. Scott, 
Santa Fe, N. Mex., examiner; W. Stanley 
Smith, Madison, Wis., Commissioner of I‘n- 
surance; F. M. Speakman, Little Rock, Ark., 
consulting actuary; Jno. Scott, San Antonio, 
Tex., Insurance Commissioner; W. P. Tate, 
Frankfort, Ky., actuary; A. I. Vorys, Colum- 
bus, Ohio, ex-commissioner; W. B. Wagner, 
Santa Fe, N. Mex., superintendent of insur- 
ance; B. W. Erkenthin, Austin, Tex., deputy 
commissioner; Philip H. Wilbour, Providence, 
R. I., State auditor and Insurance Commis- 
sioner; George W. Wells, Jr., St. Paul, Minn., 
Insurance Commissioner; C. S. Younger, Co- 
lumbus, Ohio, assistant -attorney-general of 
Ohio; Fred R. Harris, Austin, Tex., head 
compensation department. 


TuESDAY’s SESSION 

San AnrTONIO, TEX., Sept. 15.—The feature 
of the Tuesday session of the National Asso- 
ciation of Insurance Commissioners was an ad- 
dress delivered by Daniel Lavin, accountant and 
inspector of the Bureau of Insurance, Depart- 
ment of Commerce, Republic of Mexico. The 
Mexican delegate told the convention of the 
wonderful opportunities existing there for 
American insurance companies, providing they 
are willing to comply with the laws of the 
sister republic. In detailing the requirements 
an insurance company must meet before being 
permitted to do business in Mexico, Senor 
Lavin stated that any foreign life company 
must deposit $150,000 in the national treasury 
or in the Bank of Mexico. This deposit is re- 
funded after the second year, provided certain 
requirements are met. 

“At present only two national life insurance 
companies are operating in Mexico,” asserted 
Senator Lavin. “My country offers splendid op 
portunities for new insurance companies, and 
the government is willing to extend every en- 
couragement to new companies. However, I 
must repeat, the foreign insurance companies 
must comply with the laws. It is the purpose 
of the Mexican Government, in granting such 
favorable conditions for carrying on of insur- 
ance business, to see that the masses of the 
people learn to save through the institution of 
insurance. Much commendable progress al- 
ready has been made in that direction through 
foreign insurance companies, and the govern- 
ment hopes to stimulate national and foreign 
commerce and reduce the present costs of in- 
surance protection.” 

There are too many insurance companies 
licensed to do business in Nebraska, John R. 
Dumont, Nebraska’s Commissioner of Insur- 
ance, stated to the convention in his address, 
there being now 101 life companies, 181 fire, 74 


2 
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farm mutual, 127 casualty, 56 fraternal so- 
cieties and 26 reciprocal exchanges. 


“This is too many,” said Mr. Dumont, “when 
it is considered that the population of Nebraska 
is only 1,350,000.” In presenting these figures 
Mr. Dumont urged clean, honest competition 
and the weeding out of the irresponsible con- 
cerns, and stated that efforts in that direction 
were now in progress. 

W. Stanley Smith, Commissioner of Insur- 
ance of Wisconsin, addressed the fire marshals’ 
convention on “The Constructive Work of the 
Fire Marshals.” He told the delegates that 
the fire marshal law in his State was enacted 
in 1907, and the department is maintained by a 
special tax on the gross premiums and assessed 
receipts of the companies doing business in that 
State. In 1911 the Commissioner of Insurance 
was made ex-officio State Fire Marshal, and 
in 1917 the duty of making inspection of prop- 
erty for fire prevention was transferred from 
the Commissioner of Insurance to the Industrial 
‘Commission, which resulted in a chaotic con- 
dition. 

Others who addressed the insurance conven- 
tion were William M. Corcoran, actuary of the 
Connecticut Department of Insurance, and 
Frank E. Julian, Alabama Superintendent of 
Insurance. 

Hickman P. Rice, of the Motion Picture 
Producers and Distributors of America, New 
York, told the fire marshals that fire hazards 
in the showing of motion pictures are confined 
almost entirely to non-theatrical showings. “In 
this country there are 20,000 motion picture 
shows,” said Price. “nearly all of which have 
reduced fire hazards to the minimum. The real 
danger lies in the showing of pictures in school 
houses.” 


Mexico WANTS 1926 CoNVENTION 

Mexico made a strong bid for the 1926 con- 
vention of the Insurance Commissioners, when 
A. P. Carrillo, consul-general of Mexico, ad- 
dressed the convention. He said that, if not in 
Mexico City, the convention might be held in 
some border city. The resignation of John M. 
Scott as Commissioner of Insurance of Texas 
was announced at the convention. 


Judge Scott was highly instrumental in get- 
ting the convention for Texas, and received the 
plaudits of the visiting commissioners for the 
excellent manner in which the visitors were 
entertained. Judge Scott’s resignation becomes 
effective October 1, after which he will become 
a director of the International Life Insurance 
Company of St. Louis. The announcement of 
the resignation of Judge Scott was made by 
President W. K. Whitfield of the International 
Life at a luncheon tendered Judge Scott on 
Tuesday. On a special train the visitors left 
Tuesday night for the Rio Grande Valley, 
where Wednesday is to be spent as guests of 
the people of the “Magic Valley.” The visitors 
will also be taken to Matamores, Mexico, where 
a bull fight and other entertainments have been 
prepared for the insurance commissioners, fire 
marshals, representatives of the insurance com- 
panies and visitors. 
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: neg are two ways you can 
go— 

Send your premiums out of 
your territory and take that 
money out of local circulation 


or 


Represent the Farmers and 
Bankers Life, deposit with 
your local banker, the Farmers 
and Bankers makes its invest- 
ments in your territory which 
keeps the money at home. 


If you are interested in the 
last plan, our. co-operative 
plan, just let us know. 




















H. K. Lindsley Frank B. Jacobshagen 
PRESIDENT SECRETARY 
J. G. Cutler 
FIELD SUPERVISOR 


WICHITA, KANSAS 

















Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


RAIN INSURANCE EXCESS COMPENSATION 


CASUALTY COVERS 
OHIO MILLERS 


MUTUAL FIRE INS. CO. 


Canton, Ohio 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 


ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,000 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 











DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Specialists in Fidelity and Surety Bonds exclusively. 
We give SERVICE. This means an increased pre- 
mium account. 


SERVICE is a much abused word—all of us talk it— 
some of us give it. 


We have agency territory available in the following 
States: 


Arkansas Kentucky North Carolina 
California Maryland North Dakota 
Colorado Massachusetts Ohio 
Connecticut Michigan Oregon 

Dist. of Columbia Minnesota Pennsylvania 
Florida Mississippi South Carolina 
Illinois Missouri Tennessee 
Indiana Nebraska Texas 

Iowa New Jersey Virginia 
Kansas New York West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 
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Miscellaneous Insurance 











Tneurancee Declsion* 


By Joseph @. Seller of the New York Bar 


A vendee in possession of land under an 
executory contract has an insurable interest. 
If the contract of sale was induced by the 
fraud of the purchaser, and is therefore sub- 
ject to rescission by the vendor, insurance on 
the building taken out by the purchaser will 
insure to the benefit of the vendor, in case of 
loss by fire. The fraudulent purchaser holds 
the insurance policies as trustee for the vendor, 
for the insurance moneys represent the prop- 
erty destroyed. 

Cetkowski vs. Knutson (Supreme Ct. of 
Minn.), 204 N. W. Rep. 528. 


MARINE 

An untrue answer to a specific enquiry 
concerning the risk avoids the policy—re- 
gardless of materiality. False representation 
that vessel had a profitable charter avoids 
the policy. 

The owner of the Bella steamship employed 
brokers to obtain insurance upon the vessel 
for the amount of $286,o00o—one-half of the 
valuation being the insurable value. On the 
hasis of certain representations, alleged to be 
false, the “American Marine Insurance Syndi- 
cate C,” of which the defendant was a sub- 
scriber to the extent of 5.625 per cent, cov- 
ered the vessel against loss for the amount of 
$143,000. 

The misrepresentations alleged to be false 
were partly in writing and partly oral. 

The written letter of application stated that 
“the vessel is engaged on a profitable charter 
in the fruit trade between the West Indies and 
United States ports.” 

The representative of the Syndicate also 
telephoned to the broker and asked why the 
valve of the vessel to be insured was so out 
of line with other values of similar vessels. 
The broker replied that the vessel was enjoy- 
ing a very profitable charter, which meant a 
net income to the owner of 6 per cent on $500,- 
000. These representations were proved on 
trial to be false, for the evidence established 
that the vessel, during the prior year, 1921, had 
not produced a profit of 6 per cent on $500,- 
000, but actually operated at a loss of $1108.25. 

Held, that when a specific enquiry is made 
and an untrue answer given, the policy is 
avoided, whether the answer appears to the 
court and jury to be material or not—for the 
insurer should have the right to decide for 
himself what is material to the risk. And at 


all events, it is clear that the answer is mate-- 


rial to the risk. No reasonable insurer will 
knowingly take an insurance risk when it is 
to the interest of the insured that the property 
should be lost. When the market value ap- 


peared to be too high, this objection was over- 
come by the misrepresentation that the vessel 
Was returning a net income of 6 per cent on 


$500,000. Such a misstatement is material and 
avoids the policy. Judgment for defendant 
affirmed. 

Bella S. S. Co. vs. Insurance Co. of North 
America (Cire. Ct. of App. 4th Circ.), 5 Fed. 
Rep., 2nd Series, 570. 





LIFE 

Facts do not show waiver or estoppel to 
deny waiver of forfeiture for non-payment 
of premiums. 

The policy, issued in 1913, provided for the 
payment of weekly premiums of 40 cents with 
a grace period of four weeks to be granted for 
every premium after the first; during which 
time policy was to continue in force. The last 
premium was paid on June 28, 1920, and the 
insured died on October 11, 1920, fifteen weeks 
after last payment of premiums. Premiums 
were paid several times and accepted when 
four to eight weeks overdue during life of pol- 
icy. An agent of the company testified that 
about three weeks prior to insured’s death, he 
tried to get her to pay the overdue premiums; 
she then said that she was unable to do so, 
but would pay later. The agent explained to 
her that the policy would then be no longer 
effective. 

A tender of premiums, two days before 
death of insured, was refused. 

Held, that tender of premiums was too late, 
unless there was a waiver of time limit for 
payment. The eight occasions when premiums 
four to eight weeks late were accepted were 
merely applications of the company’s rule that 
the agents could collect premiums in one sum 
when not over thirteen weeks in arrears. 
These payments made during life of the pol- 
icy were within the established limit of time 
and carried no implication that there was no 
limit of time for payment. A waiver up to 
a certain mark waives nothing beyond it, and 
the extreme period allowed does not indicate 
allowance of still greater delay in payment. 
There is nothing to show any waiver or 
estoppel to deny waiver. 

Plaintiffs also claimed payment of premiums 
up to defendant's death by anticipation, 
through an arrangement made four years prior 
to her death by which policies on lives of her 
minor children were canceled, with a continu- 
ance of payment of premiums thereon, creat- 
ing a sinking fund out of which her own pol- 
icy premiums might be paid. It was claimed 
that this arrangement was made with defend- 
ant’s agent who collected the premiums. 

The fact that the alleged transaction was a 
departure from previous custom or rules may 
be shown in denial of it. Verdict for plain- 
tiff set aside. 

Daley vs. Metropolitan Life Ins. Co. (Sup. 
Ct. of New Hamp.), 128 Atlan. Rep. 531. 
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LIFE 

A representation by the insured that she had 
never applied for or received treatment at a 
hospital is a false and fraudulent statement of 
a material fact, and prevents any ,recovery 
where it appears that she had been in a hos- 
pital and operated on for carcinoma about eight 
months before the policy was issued. 

Grubiak vs. John Hancock Mut. L. Ins. Co., 
212 App. Div. 126 (N. Y. Appellate Div. of 
Sup. Court). 

SURETY 

What constitutes an insurable interest: 
Waiver of statute of limitations. 

A surety company gave a bond in the sum 
of $366,200 for the purpose of releasing the 
ship from attachment in New York, in order 
to permit the ship to make a trip to Sweden 
and return. Held that the parties who agreed 
to indemnify the surety company against loss 
and who did, in fact, pay the surety company 
part of the judgments, which had been secured 
against the steamship, had an insurable inter- 
est in the vessel, and are entitled to be indem- 
nified by insurance. Even though the insured 
may have been agents of the owner, they were 
personally liable to the surety company and 
did pay them, and their security was the 
steamship which was to be held to indemnify 
them. The fact that the owners also collected 
insurance money from the government of Swe- 
den will not bar recovery. 

The provision in the policy limiting the 
right of the insured to bring an action to with- 
in one year of the date of the loss was either 
waived or extended by the negotiations entered 
into between the parties, with a view to com- 
promising the claim, which negotiations ex- 
tended over the one-year period. These nego- 
tiations were carried on virtually at request of 
the insurance company which desired to deter- 
mine the facts before finally rejecting the 
claim. 

Aktiebolaget Malareprovinsernas Bank vs. 
The Hanover Fire Insurance Co. & Eight 
Other Insurance Companies in separate ac- 
tions. N. Y. App. Div., First Department, 
211 A. D. 608. 


FIRE 

Reformation of policy will be decreed for 
mutual mistake or fraud in insuring property 
in name of individual not the sole owner. 

Two fire policies were issued on certain 
stocks of merchandise and both policies were 
taken in the name of Brodie, alone. After a 
fire which destroyed this merchandise on Sep- 
tember 10, 1920, suit was brought by Brodie 
and his two sons who were equally interested 
in the stock of goods. Suit was brought to 
have the policies reformed to show the joint 
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LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 

Fidelity Phenix Fire United States Fire National Fire of 

of New York of New York Hartfor 

Automobile of Hart- National Liberty of New Amsterdam 
New York Casualty Co. 

Standard of New State of Penn. Indemnity Company 

Stuyvesant of New of America 


National Union of York 
; Pittsburgh BROKERS’ LINES SOLICITED 
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COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 
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FREDERIC S. WITHINGTON 


F.A. 1. A. 
CONSULTING ACTUARY 


Midland Life Building 
Armour Blvd. & Main St., Kansas City, Mo. 














nen 1865 by David Parks Fackler 
DWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 


L. A. GLOVER & CO, 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 





29 South La Salle St., Chicago 














Conservation Specialists 





The Otis Hann Company, Inc. 
‘“‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 


References Covering Past 23 Years 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 




















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


Adjuster 








E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 











| 160 No. LA SALLE ST. 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


Telephone State 7298 
CHICAGO 








A. SIGTENHORST, F.A.1.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bidg. 
Royal Union Bldg. 





T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA. 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 

















Statisticians 








F. M. SPEAKMAN, C. P. A. 
~ CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 














ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 
sirable. 


Phone: JOHN 1090 
50 John St. New York City 
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interest of all three and to recover their re- 
spective interests therein. a 

It was alleged at time of the application for 

licies that the agent was informed of the in- 
terest of the two sons who had been admitted 
into their father’s business upon equal terms. 
The agent appeared to have dealt with the sons 
who represented the joint interest of their 
father and themselves. The sons had the right 
to assume that the agent would issue the policy 
in accord with the facts stated to him and the 
policies were received in good faith and in the 
belief that they covered the joint interest of 
the plaintiffs. 

The court held that the policy as issued did 
not conform to the contract, although accepted 
by the insured in the belief that it did so con- 
form—and a court of equity will reform the 
instrument. A court of equity will reform a 
contract on the ground of accident, fraud or 
mistake. This appears to be a case ot an un- 
intentional mistake contmitted by the agent and 
reformation of policy should be ordered. Judg- 
ment for defendant reversed and case re- 
manded. 

Brodie vs. Atlas Ass. Co., Ltd., of London 
(Sup. Ct. of Louisiana), 104 South., Rep. 620. 





FIRE 

Insurer held not liable when policies not 
delivered and old policies not cancelled until 
after the loss. 

The Home Insurance Company issued a pol- 
icy of insurance to plaintiff, covering a certain 
dwelling, the outbuildings and furniture for 
$28,150, against loss by fire and a second pol- 
icy for $2500 covering the hay and grain in 
the outbuildings. The first policy contained a 
mortgagee clause, and was delivered to the 
mortgagee. Both policies provided that com- 
pany could cancel thenr upon five days’ notice 
to the insured and ten days’ notice to the mort- 
gagee. 

On September 20, 1922, a special agent of 
the Home Insurance Company inspected the 
properties and instructed the local agent to 
cancel its policies. And on September 27, a 
special agent of the Commercial Union Com- 
pany inspected the properties and instructed 
the local agent for the Home, who was also 
its agent, to issue a policy on the property. The 
common agent, thereupon wrote the policy in 
the Commercial Union, sent in a daily report 
on it and entered it on the register of the com- 
pany kept in his office. 

On September 29, 1922, a fire occurred, re- 
sulting in damage covered under both policies 
and the following day, a notice was duly given 
to the local agent of the above two companies. 
He immediately told the insured of his action, 
and the insured surrendered the Home policy 
on the hay and grain and undertook to get the 
policy on the buildings and furniture from the 
bank—but the bank refused to surrender the 
Home policy and take the Commercial Union 
policy in place thereof. 

Held, that the Home Company’s policies had 
not been canceled because proper notice had 
not been given to the insured and the 


mortgagee, nor had the policy of the Commer- 
cial Union Company been delivered and ac- 
cepted in place of them. 

Held, that neither waiver by the insured nor 
and express agreement between the agent and 
the insured for the cancellation of the Home 
policies and substitution of the Commercial 
Union, could bind the Commercial, because its 
policies were to be issued after cancellation of 
the Home policies upon property in existence. 

Decree for insured against the Home In- 
surance Company affirmed. 

McGill vs. Commercial Union Assur. Co., 
Ltd., of London, England (Cire. Court of 
Appeals, Fourth Circ.), Fed’l (2d) 580. 


AUTOMOBILE 

Policy forfeited because of failure of in- 
sured to make reports and pay premiums. 
Provision requiring waiver to be attached to 
policy, in writing, is valid and binding on 
the insured. 

The assured’s policy contained the follow:ng 
provision: ‘The assured was to furnish the 
insurer within fifteen days after the close of 
each calendar month an accurate report of all 
automobiles sold and to pay the insurance pre- 
mniums on all cars owned and kept for sale by 
the assured. Any evasion in the matter of 
such reports or failure to pay premiums or 
any concealment of any material fact was to 
make the policy void. 

Held that the failure to make monthly re- 
ports and to state the number of automobiles 
on hand was the concealment of a material 
fact, because the amount of premiums depended 
upon the number of automobiles. Also there 
was an evasion in the payment of premiums 
due. 

A waiver of forfeiture in the past for a 
delay of thirty days does not preclude the right 
to refuse to waive a future forfeiture. In this 
case insured failed to report premiums payable 
for a period of six months. Further, no officer 
or representative of insurer had any power to 
waive any of the terms of the policy unless 
such waiver should be written on or attached 
to the policy. No such endorsement appeared 
on the policy in question. 

Judgment for company affirmed. 

Christian & Brough Co.. vs. St. Paul Fire 
& Marine Ins. Co. (Circ. Ct. of Appeals, Fifth 
Circ.), 5 Fed. Reporter (2d) 480. 


First American Application Approved in 
Sixteen States 

The First American Fire Insurance Com- 
pany, New York, the newest member of the 
America Fore Group, either has already se- 
cured its license or has received approval of 
its application for admission to the following 
States : 

New York, Massachusetts, 
New Jersey, Pennsylvania, West Virginia, 
Louisiana, Illinois, Indiana, South Dakota, 
California, Connecticut, Ohio, Maryland, Iowa, 
Minnesota. 

Announcement of approval of the company’s 
admittance to other States and its future plans 
may be expected shortly. 


209 


Rhode Island, 





PERSONAL ITEMS 








W. K. Herndon, special examiner for the 
Kansas Insurance Department, started on a trip 
around the world last week. He is interested 
in the Asiatic Life Insurance Company of 
Shanghai, China, and will spend some time in 
conference with the officials of that company. 
The Asiatic Life was organized by a group of 
friends of Mr. Herndon and has made quite a 
success in the few years it has been in busi- 
ness. Mr. Herndon has just completed ~the 
convention examination of the International 
Life of St. Louis. Mrs. Herndon, her sister 
and son, will accompany him. They will join 
him in Los Angeles this week. Mr. Herndon 
will return through Italy and will spend some 
time in France, going over the battlefields -in 
which his outfit participated and in visiting 
with friends he made while in France. 


President Arthur F. Hall of the Lincoln Na- 
tional Life Insurance Company, Fort Wayne, 
was the guest of honor at the banquet held at 
the Fort Wayne Country Club, during the first 
week of September, in commemoration of the 
issuance of the first Lincoln National Life pol- 
icy on September 1, 1905, just twenty years 
ago. On behalf of the general agents of the 
company, Vice-President and Manager of 
Agencies Walter T. Shepard presented in a fit- 
ting address a valuable scarf pin to President 
Hall. In response President Hall reviewed at 
some length the history and growth of the Fort 
Wavne Company from its modest beginning 
until it now has more than $80,000,000 of in- 
surance in force and assets of more than $28,- 
000,000. 

Rulon S. Wells, until a few years ago Utah 
State Insurance Commissioner and well-known 
life insurance man for many years, has been 
called by his church, the Mormon or Latter- 
day Saints, to assist in opening up a mission in 
South America. Headquarters will be estab- 
lished at Buenos Aires in the Argentine Re- 
public. Mr. Wells, who will! be away indefi- 
nitely. was chosen to assist in opening the mis- 
sion because of his knowledge of German, it 
is stated. 

Frank E. Hall, assistant secretary of the 
Life Insurance Company of Virginia. left Rich- 
mond last week for San Antonio, Tex., where 
he will attend the annual meeting of the Na- 
tional Convention of Insurance Commissioners. 

H. O. Stone, of the Richmond agency of Rob- 
ert Lecky. Inc., attended the funeral of the 
late Charles W. Disbrow. president of the 
American Automobile, in St. Louis, on Mon- 
day. The Lecky office represents the Ameri- 
can Automobile as general agents. 

Following a long illness, Mrs. R. S. Tuck, 
widow of the late R. S. Tuck, died in Rich- 
mond last week. Mr. Tuck was for many 
years a prominent life insurance agent in Vir- 
ginia. 

Col. Joseph Button, Virginia Commissioner 
of Insurance, recently purchased a handsome 
dwelling in ‘Richmond, just across the street 
from his present residence on Floyd avenue, 
and will move in as soon as the house had 
been remodeled. 

Charles I. Lunsford, of the firm of Charles 
I. Lunsford & Son, Roanoke, Va., and Miss 
Agnes X. Hartman, of Baltimore, Md., were 
quietly married at Buffalo, N. Y., on July 21. 
The marriage was kept secret until last week. 


Mr. and Mrs. Robert Lecky, and Mr. and 
Mrs. H. O. Stone are in Richmond again after 
several weeks spent at Virginia Beach. Messrs. 
Lecky and Stone are members of the local 

agency firm of Robert Lecky, Incorporated. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
—.. ‘tq: ly Premium plan. 
“0.6 L. BUILDING —_—«— Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Monthly Disability Income features for | | | | | 


































Males and Females alike. | ae ST. _ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. § cand é CHeeyp 
= ommercia Re in : Q 7 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., [ll., Ia., y — — = : m £8 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. , —— 5 * _ a 85 
Colonyf eral a0 : oR 
THE OLD COLONY LIFE INSURANCE COMPANY § /7]""[8g|"| “ier 

















of CHICAGO, ILL. JACKSON BOUL, 








y 
B. R. NUESKE, President Insurance | | Board 
| Exchange Trade 











The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
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WAY ck paren ann 
The State A, A ———— has a record of EIGHT Y-THREE YEARS of prosper- 
ATLANTIC, < > MUSCATINE p p 
Where the ne £ Ves x —— ous and successful business. It has passed through 
CRESTON CHARITON WA 
ual i Ae nik panics, pestilence and wars unharmed, and today, 
T li Corn _.peoron, Qn eo, ; ; 
a NY as a result of eight decades of endeavor, offers financial 
Operating in : 
Grows— Twenty-two strength, reputation, magnitude, leadership, and life 
tates ae 2 
Pr ce insurance service. 
‘. . Arizona 
The territory directly served by the Arkansas 
Home Office at Des Moines is one of — 
the largest and most progressive sec- Georgia Those considering life insurance as 
tions of rural America, whose per Idaho i a 
capita wealth is $4,274.00 and general Illinois a profession are invited to apply to 
conditions most favorable. In this — 
state are wonderful sales opportu- Kansas 
nities for enterprising salesmen who Kentucky 
wish to increase their earning ability ay 
and can easily do so with the National Nebraska 
Life’s popular form of low cost policies, ed Mexico 
which enable them to sell more in- oa 
surance to more people. Se. Dakota , 
exas 
Write for further particulars. Washing The Mutual Life InsuranceCo. 
; Lif Pee of New York 
National Life Association 
a 34 Nassau Street New York 
Des Moines, Iowa | | nisin 
Available 




















|__---———FHERE IS ONLY ONE NATIONAL LIFE ASSOCIATION ———————|| 
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John Applegate’s Insurance 


3y WitiiAM T. NASH 


ARLY one morning John Applegate 
3 came rushing into the office of one of 
the life insurance companies, and, 
slamming down on the counter a bundle of 
policies, said to his friend Kelly, the agent: 
“Kelly, I want you to change these poli- 
cies to monthly income; $100 a month for 
Sarah and $75 a month for each of the 
two children. And fix it so that no son-of- 
a-gun can ever get it away from them.” 

This being the very thing which Kelly 
had been vainly advising his friend to do, 
he was curious to learn the cause of this sud- 
den and almost frantic desire to accept his 
advice and asked: 

“What in the world has happened up at 
your house, John>?”’ 

“Well,” Applegate replied, ‘“‘the first 
thing that happened was a long letter yes- 
terday morning from my only Sister, telling 
me how she has lost all her money and now 
would have to go to work. It was the same 
old story—didn’t know how to handle 
money. Although Joe left Sister a good deal 
more than I will ever be able to leave Sarah, 
all is lost, and now at fifty-two years of age 
Sister must go to work. Isn’t that enough 
fo put a man to thinking? 

“The next thing that happened was a 
little talk I had with Sarah. Last night after 
the children had been put to bed and we 
were there alone discussing Sister’s plight, I 
said to her: ‘Sarah,’ said I, ‘aside from 
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what has gone into our life insurance we have 
saved nothing. "Tis true we have lived well 
and are giving the children such advantages 
as we can, but if anything should happen to 
me, all that you and the children would 
have would be my life insurance. Now what 
if that should be lost?’ 

“‘Here Sarah interrupted: ‘John Apple- 
gate,’ said she, ‘this is a morbid subject for 
us to spend the evening discussing! In the 
first place it is absurd for one as young and 
strong as you are to be thinking about dying; 
and, in the second place, if anything should 
happen to you, I would be well able to take 
care of the money you would leave, instead 
of losing it as Sister did hers. She must 
have used very poor judgment or she never 
would have lost all that money. Knowing 
how careful I am, you certainly must rea- 
lize that in my case it would be very differ- 


ent.’ 


** “Very well, Sarah,’ I replied; ‘granting 
all that, I nevertheless will ask you this 
question: What would YOU do with 
$40,000 today? If I should die tonight 
and tomorrow Kelly should come here to the 
house and count out and lay in your hands in 
cold cash $40,000, to be your own and for 
you to do with as you pleased, what would 
you do with it>?’ 

***Why,’ said Sarah, ‘I would put it in 
the bank, of course. Do you think I would 
keep all that money in the house or carry it 
around with me?’ 
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‘**Certainly not, my dear,’ I answered 
patiently, ‘but you fail to get my point. This 
is a serious matter, and what I want to know 
is—how would you invest that $40,000 to 
have it absolutely safe and at the same time 
yield an income sufficient for your support 
and the children’s education?’ 

***Well, of all things!’ exclaimed Sarah 
in disgust. “What a question, when you 
know very well that I never have had one 
bit of experience in putting money out at in- 
terest! You seem to forget that there are 
plenty of men who know all about such 
things and who make a business of advising 
people how to invest their money. Some 
make a specialty of advising widows, and, 
of course, they would know what such a one 
ought to invest in and what per cent she 
would have to have to pay her expenses. 
And surely, John, you would give me credit 
for being smart enough to consult one of 
these experts before I would even think of 
lending a penny to any one. Women are 
not so helpless as you seem to think, when 
they can have such men to handle their 
money for them to relieve them of all the 
danger, and of the worry over those things 
which women themselves know nothing 
about.’ 

“With this the discussion ended, and 
now, Kelly, you know why I am here this 
morning to have my policies changed to 
monthly income. Sarah, God bless her! was 
right. She did not know. It was not pos- 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
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sible for her to know. J am the culprit, for 
long ago I should have taken steps to save 
her from this danger. 

*““What would J do with $40,000 which 
I myself had not earned and saved, and 
when I never in my life saw that much money 
together at one time? But, ah, Kelly, it is 
very different with a woman when she loses 
her all! And but for the picture forced on 
me by my Sister’s letter my eyes would not 
have been opened, and Sarah, provided she 
outlived me, would have become the inno- 
cent victim of my failure to protect her from 
her own inexperience, and from those who 
‘make a specialty of advising widows’ what 
to do with their money. I am willing to dig 
for Sarah and the children, but not to sup- 
port the sharks at their expense if I can help 
* 





Using the Country Banker 


“The country banker is our most capable as- 
sistant in selling life insurance to the farmer,” 
was the answer given by a State representative 
of one of the great life insurance companies 
when asked the best method of approach to the 
humble tiller of the soil. “You know,” he said, 
“that the average farmer is suspicious of 
strangers, and has a right to be after the on- 
slaught made upon the rural sections of the 
country by the high-pressure stock salesmen 
during the inflation days of war-time. It is a 
wonder to me that he is not more suspicious 
than he is. But there is one man in whom he 
has not lost confidence, and that is the country 
banker. Our agents have learned how to use 
the banker in life insurance salesmanship.” 


The system that this State agent of a big 
insurance concern unfolded is both interesting 
and instructive. Taking the shyness of the 
farmer toward strangers as a study, the alert 
agent discovers that he is something of a misfit 
on the farm. The argument that is used suc- 
cessfully on the business or professional man 
makes no impression when delivered in due 
form to the farmer. While the agent is going 


over his highly polished and impressive argu- 





ment as to the importance of life insurance to 
the farmer, the man behind the plow is sizing 
him up fore and aft. He looks at his clothes, 
stylish and good fitting. He beholds the lily 
white hands, the suave manner and the mellow 
voice, but thus far nothing the agent has said 
moves him. In disgust the agent gives the 
prospect up as a bad job. 

After such an experience this agent repaired 
to the hotel at the country town, ate a good 
dinner served in country style, and while de- 
liberating in his mind how best to make an im- 
pression upon the man out yonder on the farm, 
he noticed a bank sign down the street, and 
thither he went. The banker was not busy and 
he seemed delighted to have a talk with a man 
who was in constant contact with men in all 
kinds of businesses and professions. After 
going over the situation in general the insur- 
ance representative found an opening for direct 
action, and he frankly asked the banker the 
best method of approach to the confidence of 
the farmer. The banker was pleased to give 
some advice. He related the many trials that 
beset farmers in general. He declared that 
they had to run the gauntlet of every swindling 
concern in America. Every faker, patent right 
vendor, stock salesman, stock food dispenser, 
lightning rod peddler and the like have for 
years looked upon the farmer as their particu- 
lar prey, and when a fellow comes along with 
something of merit the presentation of his 
business is discounted because of previous ex- 
perience with well-dressed salesmen. 

The banker the 
insurance man some wholesome advice. He 
told him to go home and procure a suit of 
ordinary clothing, perhaps illy fitting, put on a 
hat that had a little slouch to it, leave his shoes 
unpolished, and assume the air of an ordinary 
man. Under such conditions the farmer will 
doubtless warm up to you. Then it was the 
agent’s turn, and he asked the banker if he 
could not spare some time each day for a week 
or so and go with him on condition that he 
would share his commission with him and make 
his bank a depository for the business that they 
would secure. The banker fell in with the 
idea. A list of prospects was made out by him 
and the time was fixed for the campaign to 
begin. 

The agent returned home, secured the cloth- 


then proceeded to give 


32 


ing and the like as the banker had suggested 
and the next Monday returned to the olq 
country town, got the banker into his coupe 
and away they went. The banker knew every. 
one by his first name, knew whomr he had mar. 
ried, and the names of the children. Afte 
greeting the heads of the household, (note 
there were two of them), the banker intro. 
duced his friend, and stated that he had been 
thinking of the need of the farmer for life jp. 
surance in case something might happen that 
would call him away. At this juncture, as 
previously arranged, the agent presented his 
case, getting right down to the farmer’s style 
of expression, both in manner and method, 
The wife was consulted, and she listened to the 
argument with interest and persuasion. Up. 
der such conditions it was easy to sell a Policy 
This was but the beginning. The whole coup. 
tryside became aroused to the importance of 
life insurance. The banker offered to hold the 
notes in his bank if cash was not available 
and the campaign went over in splendid form, 
The banker was well paid for his time, the 
agent was delighted with the service rendered, 
the farmers congratulated themselves upon be- 
ing hooked up with such a splendid company, 
and everybody involved was contented and 


happy. 


Advice to Insurance Salesmen 
William Alexander’s little book, “The Pros- 


perous Agent” (The Spectator Company, 
$1.50), is worth its weight in gold. 
It is compact, entertaining, suggestive, 


stimulating and practical. 

No insurance salesman can read it without 
gaining new power and efficiency. 

It tells him what to do and how to proceed. 

It shows him how to develop his faculties 
and make them contribute to his success. 

It gives on every page suggestions which, 
if intelligently followed, will put money in the 
pocket of any ambitious salesman. 

It is a book of moderate price but of ex- 
traordinary value. 


Puts in Library 


Sat Lake City, Uran, September 12—The 
Utah Life Underwriters Association has 
already inaugurated its life insurance library 
in accordance with the recommendations of the 
National Association. About fifty standard life 
insurance works have been secured so far, but 
many others are to be added to the list. The 
books will be in the care of the Public Library. 
The library authorities, in fact, purchased the 
fifty books in question after the officers of the 
Underwriters Association had explained theit 
plans. 


Death of William Browning 
William Browning, superintendent for the 
Prudential at Stapleton, S. I., N. Y., died te 
cently in the Staten Island Hospital as the 
result of having been struck by an automobile 
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September 17, 1925 


THE SPECTATOR 


LIFE INSURANCE EDUCATIONAL SECTION 


Should the American Men Mortality Table Be 


Made Permissive as a Legal Valuation 
Standard ? 


By WILLIAM 
Actuary, Connecticut 


Since 1871, when the National Convention 
of Insurance Commissioners was first started, 
many important subjects have received its 
careful consideration. Anyone who will take 
the time to study the index of the proceedings 
will be impressed with this fact and also with 
the fact that the convention has as a rule fol- 
lowed closely the development of insurance in 
the United States. Since 1871 the business of 
the life insurance companies of this country 
has grown beyond all expectation. Due con- 
sideration has been given to this development 
in most of its phases but it seems to me that 
the matter of the practical applicability of mor- 
tality standards to this business has not re- 
cently been given sufficient consideration. It 
seems to me, therefore, that the subject 
assigned is both important and timely. There 
are many reasons, undoubtedly, why the practi- 
cal applicability of the American Men Mortal- 
ity Table as a legal standard should be dis- 
cussed by the convention, but two reasons ap- 
pear to be particularly important. 

In the first place, it was at the specific re- 
quest of the National Convention of Insurance 
Commissioners that the American Men Mor- 
tality Table was prepared by the Actuarial So- 
ciety of America in co-operation with the 
American Institute of Actuaries. The table 
was published in 1918. Since then the pub- 
lished table, although it has been in print for 
over six years, has been given but slight con- 
sideration by the convention. It would there- 
fore appear to be not only desirable at this 
time but necessary and even obligatory for us 
to give careful consideration to this new table 
and to discuss its practical applicability to the 
purpose for which it was requested and the 
desirability of its adoption as a recognized 
standard of mortality in this country. 

In the second place, it seems to me to be 
quite desirable to show that the current expe- 
tience of life insurance companies is depart- 
ing farther and farther from the mortality 
table generally prescribed as a legal valuation 
standard and to suggest that we now have a 
table which reflects much more closely the 
present day mortality rates. 

These two important reasons make it partic- 
warly desirable to take up the subject for dis- 
cussion at this time. 


Existing Vatuation Laws 
An analysis of the valuation laws of the 
Various States reveals a diversity probably 
much greater than would be suspected. In con- 
nection with the investigation of this subject 
4 summary of the various valuation laws was 


drawn up. Inasmuch as this might prove use- 
ec 

meeatracts from an address before the National Con- 
T tion of Insurance Commissioners, San Antonio, 
exas, September 15, 1925. 


M. Corcoran 
Insurance Department 


ful for reference, it has been included as an 
appendix to this paper. 

There are six States which apparently have 
no valuation standards. In most of the States 
a minimum reserve basis is fixed by law. 
Three States still prescribe the Actuaries 4 
Per Cent Table as the minimum. The remain- 
ing thirty-nine States have adopted the Amer- 
ican Experience Table with rates varying from 
3% per cent to 4% per cent. Several States 
require different bases for policies issued in 
different years. A very common minimum 
basis is the Actuaries 4 Per Cent Table for 
business prior to 1900 and the American 3% 
Per Cent Table for subsequent business. This 
basis complies with the laws of all States and 
is therefore the minimum standard used by the 
larger companies at the present time. So gen- 
eral is the use of the American Experierice 
Table that it is probably safe to say that there 
is not a single American life insurance com- 
pany which does not use it for the valuation 
of its current ordinary business for annual 
statement purposes. 


Tue AMERICAN EXPERIENCE TABLE 


The American Experience Table of Mor- 
tality was computed by Sheppard Homans 
about 1860. Very little definite information as 
to its compilation was ever given out by its 
author. It was based upon statistics deduced 
from the experience of the Mutual Life Insur- 
ance Company of New York for a period of 
fifteen years from the commencement of that 
company in 1843. The table starts at age 10 
and ends between ages 95 and 96. The expe- 
rience was inadequate. at the very young and 
very old ages and the table was therefore 
arbitrarily adjusted where necessary. At the 
meeting of the Actuarial Society of America 
in 1889 Mr. Homans declared that the table 
now called “The American Experience Table” 
was not intended to be, nor did he ever claim 
it to be, an accurate interpretation of the expe- 
rience of the Mutual Life. 

The table was first recognized on May 6, 
1868 as a legal valuation standard in an act 
passed by the legislature of the State of New 
York. 

Therefore we may emphasize the fact that 
the American Experience Table of Mortality 
is based on the arbitrarily adjusted experience 
of one company covering the years 1843 to 
1860, and, further, that in 1925—sixty-five years 
later—this table of mortality so adjusted is the 
basis recognized by the statutes of most states 
for valuation purposes. It is surprising, in- 
deed, that no concerted effort has been made 
for the adoption of a new standard of mor- 
tality for valuation purposes. 
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PresENT Day MortTAtity 

In 1914 the committee on rates of mortality 
and interest of the National Convention of In- 
surance Commissioners rendered a report which 
was adopted by the convention and in that re- 
port there was given the ratio of actual to ex- 
pected mortality for eighteen representative 
American life insurance companies for the pe- 
riod 1904-1908 inclusive, and 1909-1913 inclu- 
sive. On the basis of the information shown by 
the ratios the committee believed that the com- 
pilation of a new mortality table was desirable. 

As a matter of interest the table included in 
this 1914 report has been given below. In set- 
ting forth the figures I have, however, extended 
the table so as to cover the periods 1914-1918 
inclusive, 1919-1923 inclusive, and in addition, 
the year 1924. 

This table has been reproduced and extended 
not for the purpose of comparing companies 
but to show the trend of mortality rates. It 
should be here stated that there are various 
factors affecting this ratio which make it en- 
tirely unreliable as a basis of comparison be- 
tween companies. It does, however, have a 
real significance when shown for the same com- 
pany over a period of years. 

Although it is true that the figures from 
which these ratios were taken contain some 
business valued upon the Actuaries or Com- 
bined Experience Table, the amount is quite 
small in comparison with the total, especially 
in the case of the later years. 

We see from this table that the mortality 
experienced is not only far below the Ameri- 
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INTER-SOUTHERN LIFE INSURANCE COMPANY 


Louisville, Ky. 


JAMES R. DUFFIN, President. 


Submits that 


THE FUNDAMENTAL AND COMPONENT ELEMENTS OF A 
SUCCESSFUL LIFE INSURANCE COMPANY 


sin sti de danas (We Have $12,000,000. ) 
Da ast ain ae (We Have $11,000,000.) 


AN AGENCY FORCE ABLE TO PRODUCE BUSINESS 


(This is the 36th week of the year. We have Agents who have produced one or more applications each week as 
steady workers for 36 weeks.) 


A GROUP DEPARTMENT THAT MEETS ALL NEEDS, CONDITIONS AND COMPETI- 
TION (Ours Does). 


(Group Department organized im October 1924. Group Insurance in force $3,350,000.) 
HOME OFFICE DEPARTMENTS MANAGED BY MEN AND WOMEN OF EXECUTIVE 


AND TECHNICAL ABILITY. (Ours Are). 


EXECUTIVE OFFICERS OF LONG EXPERIENCE QUALIFYING THEM AS EXPERTS 


IN THEIR LINE. (Ours Are). 


LOYAL EMPLOYEES WILLING TO GIVE THEIR BEST OF TIME AND TALENT 


TO THE 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY. (Ours Do.) 














The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—“‘for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “strippings.”’ 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings’’ of their territories. 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
and impaired risks. Thorough service to policyholders sup- 
plements cooperation with agents. Stimulating campaigns at 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the “hard-to-get” business 
which is the basis of big success. 


Peoria Life Insurance Co. Peoria, Illinois 














PRACTICAL PROSPERITY 


The Salary Savings System 
offered by The Lincoln Na- 
tional Life is demonstrating 
the value of an easy plan for 
making premium payments. 





Under the Salary Savings System the employer 
deducts the monthly premium on any form of 
Lincoln National Life policy from the pay of 
the employee. Individual policies are issued 
and with certain restrictions it is conducted 
on a non=medical basis. 

The Salary Savings System is so simple and 
yet so helpful to the agent that it furnishes 
another substantial reason why it pays to 


(CINK UP (wis THe (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character" 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $375,000,000 In Force 
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can Experience but it is departing farther and 
farther from that table. With the exception 
of the period containing the 1918 influenza 
fosses, there is a steady decline. Even for 
this period the average ratio was only 71.6 
per cent for these companies. 

It can be seen from these figures that the 
American Experience Table is an extremely 
poor guide as to present day mortality. For 
example, take the year 1924. On the average 
the ratio of actual to expected mortality for 
the above companies was 55.9 per cent. Now 
if these companies showed this percentage for 
each unit in the table we could still get a fair 
idea of actual mortality from the table with 
yery little labor. But they do not. 


RATIOS OF ACTUAL TO EXPECTED MORTALITY 
5 
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We therefore see that this table is not only 
inaccurate, but it is not even consistently in- 
accurate. It gives us a particularly erroneous 
idea of present conditions. 


APPLICATION OF TABLE 

The chief uses of a mortality table are the 
computation of premiums, reserves, and, in the 
case of participating companies, dividends. It 
is safe to say that not a single company in 
making up its premium rates estimates its 
future mortality according to the American 
Experience Table, nor do participating com- 
panies use it for dividend calculations. Yet all 
companies are compelled to use it for reserves, 
which in turn determine surrender values. And 








5 Year 5 Year 5 Year 5 Year 
Average Average Average Average 
1904-8 1909-13 1914-18 1919-23 1924 
Dos | RRR OCR LOTT PRE ENCE are Tee 67.5% 66.2% 78.8% 62.1 63.9 
Connecticut Mutual bie 73.9 68.5 56.6 46.4 
Equitable, N. Y....-. 82.0 81.6 79.9 60.0 54.1 
Germania (Guardian) 76.1 74.6 76.4 55.3 49.6 
Home ...eeeeeeer eevee 73.5 67.1 72.3 56.8 62.4 
NAATARA ANY «<2. 6 och 9 0155 (0-0 Sian 6st d eave Bateelee 76.8 83.5 90.7 70.8 73.3 
Massachusetts Mutual .........cccccees Til 62.7 68.2 52.9 50.0 
MERRY EROTIGME: | sccrece's 6/dieierca ace ecclesia PEN 63.4 63.9 52.0 55.5 
New Eneland. Mutual. ....262<6s«0<% sees 66.0 59.6 68.4 51.0 52.7 
le RE neko ee re suuae a oboe ook enous 76.1 76.0 76.5 63.2 55.8 
Northwestern Mutual ............ce00e 62.0 56.4 62.4 51.9 47.5 
WGN, WEULUAL, score: sie s-0/0 aie ole bie. wisi erate acess 62.3 60.7 69.7 52.8 43.3 
GPT) SR TIOREDN aio. Sos sesh eiareiece watare Kies wereineie 65.8 72.5 Vy ey 3 62.6 59.3 
EINER» crs darnis oscosiace erate & SbLacma ee ae eters 66.3 67.7 68.9 54.5 59.4 
Pracinene UNEUEUAR) s6cccroatsesieicieweescis 55.3 53.3 55.7 49.3 48.6 
SDPO MED 52 pio sic\ cea eer eievel eee Sig ke eae a T2 62.7 66.3 52.1 48.9 
UO) CONE oasis aaleias Ss hone ewalaerele 61.5 57.6 64.7 56.1 50.5 
SIDED CARES ores o-5's cee aioratciny Ra orate earners 93.1 87.4 80.7 80.3 85.5 
PRGA: co occsiceeadsieme dere ueee nk enle 71.2 68.2 71.6 57.8 55.9 


An investigation of the business of one of 
the largest companies in the above table shows 
the following percentages of actual to expected 
mortality according to the American Expe- 
rience Table for the year 1923: 


At Age— 
DO arencaeree aac on tert cn gtisceteher ee ccensisiea 17% 
SO easisseer esd weuatic oy ararpraveiaieletersuarorsdancts 21% 
AU ieee arenas Wied Pe eeeee eta a a 33% 
SESE Re es tay ere 50% 
OOo cca ant ae eniua crate 72% 
i SiR DOOR cre teh, ee eee Ae 67% 
_,_ SPCR ar nr ein te Or anor porter UE 119% 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. 10-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
Organized 1851 














they are compelled to use it in the preparation 
of the gain and loss exhibit included in the 
annual statement. When the convention re- 
cently adopted the new gain and loss exhibit, 
requests were made by several company repre- 
sentatives for the elimination of the exhibit 
They contended that the exhibit 
would be 


altogether. 
was misleading because companies 
compelled to compile it on the basis of a mor- 
tality table which is grossly inaccurate and 
which is totally different from the experience 
on which their premiums are based. 

Furthermore there is a provision in the valu- 
ation laws of some of the most important in- 
surance States that if the actual premium 
charged be less than the American Experience 
3%4 per cent net premium the company shall 
be required to set up a reserve equal to the 
present value of such deficiency in premium. 

Theoretically this provision is perfectly 
proper and logical if the American Experience 
Table be used to compute the policy reserve. 
However, it has an effect which seems to me 
to be at variance with the best interests of 
present or future policyholders. 

For example, one of the leading non-partici- 
pating companies charges net American Expe- 
rience 3% per cent rates for ordinary life poli- 
cies up to and including age 40 and for twenty- 
payment life policies up to and including age 
35. These are the lowest rates permitted by 
law without requiring the company to set up 
a deficiency reserve which would be so large 
as to be prohibitive at the young ages. An 
examination of rate books shows that there 
are at least twelve American non-participating 

(Continued on page 38) 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGA 
AR — TENNESSEE, TEXAS AN 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 














North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F, J. Uehling, President. 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co, 
of New York 
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Building Up An Agency 
ci | By Hucu D. Harr 

General Agent in New York, AZtna Life Insurance Company 


A general agency is like a ship upon the 
ocean. Unless its course is charted, unless 
it is steered by certain established principles, 
it is liable to wander from its proper course 
and to be wrecked upon the rocks. 

The most important thing a general agent 
can do is to chart the course his agency is to 
follow. To do this he should establish certain 
sound principles by which to govern the agency. 
The following thirteen principles of agency 
building constitute the governing plans by 
which we endeavor to operate our agency: 

I. A general agent who continues to devote 
any considerable part of his time to personal 
production (except as a means of helping to 
develop his men) will never build an agency 
of more than mediocre proportions. 

II. A general agent who devotes any mate- 
rial part of his time to office details, will 
hardly rise above the status of a cashier. 

III. A life insurance man should definitely 
make up his mind whether he aspires to be a 
personal producer or a general agent, because 
he should recognize that the two branches of 
work are almost separate vocations. 

IV. A general agent should realize that it 
is not enough for him to be a supersalesman, 
or an insurance specialist—he must above all 
else be an executive and an organizer. 

V. A general agent has no business invest- 
ing any material part of his general agency 
earnings outside his general agency; it should 
be used, rather, to develop a larger general 
agency. 

VI. Making advances to agents is the height 
of folly, for that practice almost inevitably re- 
sults in economic suicide to the general agent, 
and also imposes financial bondage upon the 
men who receive the subsidy; and besides, the 
practice is unnecessary. 

VII. Money that would be lost in advances 
should be spent in providing proper training 
for the men. When they are carefully trained 
they will become independent of any need for 
advances, or else they should not have been put 
in the business. Financing men through the 
training period should only be done through 
the process of requiring them to get out and 
“earn their salt” by selling insurance under the 
immediate direction of a trained supervisor or 
the general agent, who should assist them to 
close enough business to tide them over the 
training period. Training and supervising, not 
financing, are the correct methods of solving 
our agency problem. 

VIII. The functions of a general agent are 
to obtain the right type of men as full time 
representatives, and to train, supervise and in- 
spire them to become independent and self-sus- 
taining. 

IX. The general agent should strive to make 
his general agency the dominant life insurance 





From an address before the General Agents Con- 
ference of the Adtna Life Insurance Company at Po- 
land Springs, Me. 
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organization in his territory in order that he 
and his agents may have the wonderful ag. 
vantage that comes from the “momentum of 
success.” 

X. The general agent should lend his men 
ideas, not money. 

XI. The general agent should organize ap 
insurance school in his own agency, or if his 





In the States of 


Illinois, Michigan, 
Ohio and Missouri 


If You Can Interest Us, 
We Can Interest You. 
Let’s Talk It Over? 


Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, III. 


J. J. DUBOURG, Agency Manager. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $5,000,000. In- 
surance in force $116,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today. 


AGENCY DEPARTMENT 
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finances and time do not permit him to do 
that, he should exert his organizing ability to 
get the other general agents of his town to 
join with him in establishing a training school 
together. : 

XII. A most exhaustive investigation of the 
men he considers employing will go far toward 
preventing those most exhausting experiences 
that inevitably arise where little care has been 
exercised in the original choice of the men. 

XIII. The modern general agent must rec- 
ognize that the day of the small general agency 
_that is, the agency writing less than $1,000,- 
000 of new premiums annually—is rapidly pass- 
ing, because the economies, necessarily imposed 
ty competitive conditions, render operation im- 
possible on a small scale basis; therefore, the 
general agent is forced to bring his production 
up to a point conforming more nearly to the 
commercial analogy of a wholesale business 
rather than a retail business. , 

There are two objections that may be raised 
as to these principles. First that it is impracti- 
cal to make fixed rules by which to control 
one’s action under changing conditions; and 
second, that these principles are not all sound. 
We answer the first objection by saying that 
these principles constitute ideals toward which 
we constantly strive. We do not always at- 
tain them. There are times when circum- 
stances seem to indicate that we should delib- 
erately veer away from them. 


PossIBLE OBJECTIONS 


The second objection may be answered by 
saying that we believe these principles are 
sound in theory and that they work in practice. 
We have arrived at these principles through 
two methods of experience; first, by trying to 
operate under methods which are contrary to 
these principles, and second, by operating along 
the line of these principles. We feel that they 
have proved, at least to our own satisfaction, 
that methods of operation which are contrary 
to these principles were not as sound as our 
experience showed these principles to be. In 
other words, when we violated these principles 
we did not do so well as when we followed 
them. 


Principle No. 1. The general agent must 
not come in competition with his men; neither 
must be spent his time in personal production 
even although it does not conflict with his men. 

Principle No. 2. A general agent occupies 
too important and too responsible a place, and 
his time is too valuable to perform merely 
routine office duties which should be handled 
by minor clerks. 

Principle No. 3. Selling life insurance re- 
quires concentration to the most intense degree. 
This is one undertaking. Building an agency 
tequires concentration to just as exacting an 
extent as does selling life insurance. This is 
another undertaking, separate and distinct from 
the business of personal production. A man 


Who engages in personal production sells life 
Msurance; while the man who engages in 
agency building sells the life insurance busi- 
ness. No man can do two things at the same 
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time as successfully as he could carry on one 
line of effort. It follows from this that the 
general agent who personal insurance 
interferes with his work as an agency builder; 
the man selling life insurance who engages in 
agency building interferes with his work as a 
personal producer. 

Principle No. 4. Too many general agerits 
in the past have been selected because they 
were excellent salesmen, or had a good knowl- 
edge of insurance. These characteristics are 
by no means the final determination of the 
qualities of a general agent. Above everything 
else, the general agent should have executive 
ability and organizing ability. He must be an 
organizer in order that he may build a human 
machine; he must be an executive in order that 
he may administer that organization properly. 
It is the duty of both general agents and com- 
panies to discourage men who have only sales 
ability or insurance knowledge, without either 
executive ability or organizing talent, from 
aspiring to be general agents. More and more 
is it coming to be one of the general agent’s 
difficulties that practically every insurance 
salesman who mrakes a good record feels that 
he ought to be considered for a general agency, 
when, as a matter of fact, the great majority 
of these men who have sales ability and insur- 
ance knowledge haven’t the slightest potential 
capacity for successfully building and operat- 
ing a general agency. 

Principle No. 5. If the operation of a gen- 
eral agency is a sufficiently sound and profit- 
able financial enterprise for a man to invest 
his life in, it is sufficiently sound and profit- 
able for him to invest his money in. 


sells 


As To ADVANCES 

Principle No. 6. <A_ general 
makes advances to new men is indulging in 
financial speculation of the most hazardous 
character. If he makes advances to old men 
who have been in the for some 
time, he likewise risks much because, if after 
they have been given a fair trial, they have 
not made themselves financially responsible, 
then he is betting his money on slow horses 
and is sure to lose. Besides, a part of the 
necessary training of life insurance salesman 
is to “bump the bumps.” Men do not learn to 
swim by having water wings tied around them, 
but by buffeting the waves. If we subsidize 
men and thus endeavor to give them an easy 
method of succeeding, we weaken their timber, 
we destroy their fiber, we dull their initiative. 


agent who 


business 


Principle No. 7. The money that would be 
lost in advances should be turned from its de- 
structive course to the constructive use of 
training men so that they will have that inde- 
pendence from financial need which comes with 
knowledge and ability. 

Principle No. 8. The general agent who fo- 
cuses his entire life effort to obtaining men of 
the right type, to training them, to supervis- 
ing them, and to inspiring them to become in- 
dependent and self-sustaining, will build up a 
business that will be highly profitable and that 
will grow to tremendous proportions. He must 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















look far ahead, however, and perhaps wait for 
future profit, but this principle, pursued con- 
scientiously, will inevitably result in cumula- 
tive future rewards. 

Principle No. 9. Many general agents of 
ability wonder why they cannot get men, why 
they do not do more business. It is because 
they have gotten a reputation of being “dead 
ones.” Other general agents whose business 
prospers beyond their apparent abilities, are 
succeeding because they have attained and de- 
served a reputation of being “live ones.” 

Principle No. 10. If every general agent in 
the United States would learn the simple fact 
that he is not operating a bank, but is oper- 
ating a depository of ideas, the production of 
life insurance in this country would surpass 
all of our past accomplishments. 

Principle No. 11. It requires considerable 
self-restraint to have to argue that giving men 
proper life insurance training pays. That fact 
is so self-evident that any brainless individual 
who has to be argued with to establish the 
principle is not worthy of the time that such 
argument requires. If it pays to train men 
as individuals, it pays to train them in groups. 

Principle No. 12. We owe it to the business 
of life insurance, we owe it to the public, we 
owe it to ourselves, we owe it to the other 
men in our organization to be careful about 
the men we select. One flaming adventurer, 
irresponsible as to promises and unscrupulous 
as to methods, can do more damage in one 
day’s operations to innocent by-standers—even 
down to the beneficiaries whose husbands and 
fathers he has misinsured—than all the inci- 
dental good that may come from his work in 
a generation. 

Principle No. 13. Perhaps the most strik- 
ing life insurance tendency of to-day is the 
trend toward lower premium costs to the in- 
sured, and consequently the development of 
more economical and_ efficient operation 
methods by the companies in order to provide 
this lowered premium cost to the insuring pub- 
lic. It is highly uneconomical to operate with 
a small volume of production. The general 
agent who is not producing as much as a hun- 
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dred thousand in new premiums annually 
should get out his pencil and figure out his 
costs and returns. Nothing else that he could 
do will so stimulate activity toward increased 
production. 

In conclusion, we believe that these principles 
are sound, that they are practical and that they 
are necessary. We believe that without an 
established code the general agent will drift. 
We believe that the old slack methods of yes- 
terday must be put aside and modern prin- 
ciples of operation be adopted—for the mar- 
velous records of yesterday are but common- 
place records to-day, and the miracles of to- 
day, in the light of to-morrow’s accomplish- 
ments, will cease to give even the solace of a 
thrill, for we are emerging into an era of 
accomplishments so large as to surpass the 
most romantic dreams of the founders of our 
business. —————— 

American Men Mortality Table 

(Concluded from page 35) 

companies charging net American Experience 
314 per cent rates for some plans and ages. 
Whether or not some of these companies could 
afford to write policies at lower rates except 
for this law, we cannot say. However, we may 
make this comparison. 

One of the leading American companies 
charges a gross premium of $20.55 for an ordi- 
nary life policy at age 25. At the end of the 
year it pays a dividend of $6.24, making the 
net cost for the year $14.31. Another com- 
pany shows a net cost of $14.76. Another 
company $14.95. And, of course, in subse- 
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quent years the dividend is increased, making 
the net cost still lower. For example, the net 
cost for the roth policy year according to the 
most favorable scale is $12.75. These figures 
are taken on the basis of the 1925 dividend 
scales. One company has already announced 
its 1926 scale and under it the net cost of an 
ordinary life policy at age 25 for the first 
year is $13.87. On the other hand, ron- 
participating companies are practically forced 
to charge $15.10; namely, the American Expe- 
rience 3% per cent net rate, for this same 
policy. 

It is also interesting to nore that one Cana- 
dian company, which is not restricted by our 
valuation laws, issues this policy at a pre- 
mium of $14.80, and in addition provides for 
a dividend distribution at the end of twenty 
years. 

We may assume that the management of 
some of the non-participating companies of 
this country is as competent as that of the 
participating companies cited. It would ap- 
pear, therefore, that the non-participating com- 
panies might be able to lower some rates safely 
except for statutory requirements. Whether 
or not any of them would do so is not known, 
but it seems to me to be an injustice to policy- 
holders to require companies, in effect, to main- 
tain rates based upon a mortality table entirely 
out of date. 

The matter of surrender values, too, is 
directly affected by the legal reserve, and 
therefore the values are not at all in accord 
with the proper mortality experience. 
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SECTION 


It seems to me that the foregoing statements 
constitute very strong arguments against the 
continuance of the American Experience Tabj. 
as a minimum valuation standard. I know 
nothing that would justify its retention ey. 
cept that it is safe and that laymen have come 
to recognize it and trust in it. These things 
are true but not forceful as arguments, Jp 
fact it is very unfortunate that it is so widely 
recognized and trusted outside of insurance 
circles. 

If we should decide that the American 
Experience Table is unsuitable for reserves 
and should be replaced by a more suitable 
table, the natural question to be asked js: 
what table should be substituted as a legal re. 
serve standard? There can be but one 2p. 
swer to this question. It is the American Men 
Mortality Table. It is true that we also haye 
the Medico-Actuarial Mortality Table which 
is based upon the experience of American and 
Canadian life insurance companies. The data, 
however, is not as recent as in the case of the 
American Men Table and it has been made wp 
on the basis of numbers of policies rather than 
on amounts. It was never intended as a table 
from which monetary values were to be 
deduced and I believe all actuaries will agree 
that the American Men Table is preferable 
as a valuation standard. 


I find that THe Spectator fills a place that 
no other insurance publication covers and have 
derived much benefit from it.—L. E. Dim- 
mette, Lenoir, N. C. 
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man’s success. 





In 1924 The Guardian’s Prospect Bureau 
yielded an average profit to fieldmen of 
600% in commissions over their invest- 
In some sections it ran as high 


It is easy to see how the Prospect Bureau 
It shortens 
It furnishes ‘‘live’’ 
leads in adequate number. It eliminates 


The Prospect Bureau is one reason why 
a good many of the better producers are 


comer, a general agent, brought with 
him an agency organization of nearly 


Let us tell you the whole story of what 
The Guardian is doing’to better the field- 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE 


NEW YORK 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the THIRD EpITION the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Younc, B.A., F.R.A.S., and RicHarp Masters, A.C.A. 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Youn, and are elaborated in succeeding chapters by Mr. MASTERs. 
The general, life, fireymarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 


hound in cloth, 
Price, post paid, $1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 














Accountancy. By Francis W. PIxLEy. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. <A complete secretary’s 
manual prepared by HERBERT E. Brain. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
bs (Second Edition, revised, omitting joint stock secretary- 
ships, 

Price, post paid, $1.50 





Principles of Marine Law. By Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 





Office Organization and Management. By Lawrence R. 
DickseE, M. Com., F.C.A., and H. E. Biain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHicAgo OFFICE 135 WILLIAM STREET 
WBURANCE EXCHANGE NEW YORK 











INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 
y or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1924 


ER 6 Sis wrareisia acre wate Doe AO AA ee $41,521,283 .17 

Bia CONS ours dicta carcc cise cusldwauneriaaee dae 36,164,159 .74 

Canital and Survhte ..-..-.0c00 vewsevoevadeees 5,357,123 .43 

Wessten ties sil WORE@O oo © coy aces «ex smcnimaeeaed 273,540,675 .00 

Payments to Policyholders...............000. 3,036,319 .80 
Total Payments to Policyholders since 

ON GANIZEIMANS ba sive cc'vosdaccsanenese $35,784,215 .15 


JOHN G. WALKER, President 

















Our Story: 
The 


Preferred Accident 


Insurance Company 
OF NEW YORK 
KIMBALL C. ATWOOD, Pres. 
80 Maiden Lane, New York 
Has pleased its Agents and Policyholders and steadily 
grown in financial solidity and in prestige for 40 years. 


We write Accident—Health—Auto Liability and 
Property Damage and Burglary Insurance. 


All Agency contracts are direct with the Home Office. 


Assets exceed $9,000,000—Surplus to policyholders 
$2,900,000. 


We have some territory open that may interest you. 




















WE WANT 


A life underwriter who will start building his own 
general agency in PROVIDENCE, Rhode Island, 
by personal production—gradually adding new 
producers to his agency force until he can devote 
entire time to organization. 


We are an “old-line’” Eastern mutual life insurance 
company not now represented in Providence. Un- 
usually liberal compensation and Home Office 
assistance at the start will be offered the right man. 


Write, in confidence, 
WRIGHT, care of THE SPECTATOR. 


























THE SPECTATOR 
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MUTUAL TRUST LIFE 
INSURANCE CO. 


OF CHICAGO 


—Issues regular policies from ages 10 to 65. 


—Writes a special Business and Professional Men’s 
policy. 


—lIssues a Special Ordinary Life with many attractive 
conversion options. 


—Writes Child’s Endowments at all ages. 
—Offers an attractive Income Bond policy. 
—Grants a new Disability clause, which is a winner. 


—For agency openings, address the Home Office, 
The Chicago Temple Building, Chicago, Illinois. 











CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE”’ 
U. S. Head Office: 
555 Asylum Street Hartford, Conn. 
R. C. CHRISTOPHER, U. S. Manager 
ROBT. R. CLARK, Asst. U. S. Manager. 

















(jeneral, ccident 


Os 
AAS FIRE AND LIFE 


e ASSURANCE CORPORATION, Ltd 


FREDERICK RICHARDSON, United States Manager: 


GENERAL BUILDING, 4tH & WALNUT STs. 
PHILADELPHIA 














THE WOMAN’S BENEFIT ASSOCIATION 


ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


The Rates are Adequate 

Total Membership is over 268,000 

The Reserve Fund is over $19,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Health Service at W. B. A. Health Centers 

Visiting Nurse Service Free for Sick Members 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 

Its Reviews are Social and Welfare Centers 


Write for Information to 


MISS FRANCES D. PARTRIDGE, 


MISS BINA M. WEST 
Supreme Record Keeper, Port Huron, Michigan 


Supreme Commander, Port Huron, Michigan 








OPPORTUNITY BECKONS 


‘The life insurance business offers an unlimited field of achievement for men of ambition and determination. 
If you contemplate life insurance underwriting as a career get in touch with this growing company and grow 


THE WESTERN AND SOUTHERN LIFE INSURANCE CO. 
HOME OFFICE: CINCINNATI, OHIO 


with us. 
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Company 


Our Analytical Comparison Sent on Request 


Gilbert Eliott C& Co. 


Members New York Stock Exchange 


26 Exchange Place 


Telephone Bowling Green 0290 


Stocks 


New York 
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OUT IN INDIANA 


The state of history, a leading commonwealth in agriculture 
and manufacturing, can be found the widest possible scope for 
successful men in Life Insurance Salesmanship. THE WEST- 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie, 
Indiana, has just closed a MILLION DOLLAR deal on one of 
the largest manufacturing enterprises in the west. The com- 
pany is making satisfactory progress and can use capable men 
in its organization under advantageous contracts. Address 
communications to either— 

Gaylord Davidson, Agency Manager, 
John W. Dragoo, Secretary, 
J. H. Leffler, President. 


HOME. LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 
The 65th Annual Report Shows: 


Premiums received during the year 1924................-- $8,003,453 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc...............0e0. 6,321,524 
ESGRCARE TW ASQONS os oo xcs uc wis ncaeccerduccacuiedscades 2,801,996 
Actual Mortality 62.4% of the amount expected. 

EQUUSEMEO UG OREO cc cc cdcivcccscenscutsesansaucacnededs 260,530,414 
SEE FN io PFC RRL ea eRe endhekandne eas 51,457,218 
For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 























ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $185,000,000.00 
Assets Over $14,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1, Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 





MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE COMPANY. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


THE TERRITORY. 














Desirable territory open for General Agencies 
in Virginia, Florida, Maryland, Kentucky and 
District of Columbia. Excellent opportunity 
for producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











Full Home Office co-operation enables our agents to 
succeed. 
Desirable territory open to men of ability. 
ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 


CLARENCE J. DALY, President. DENVER, COLORADO 











PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches o 
a embrace the most valuable and standard treatises on these sub- 


SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 








Can You Fill the Bill? 


A “going and growing” Eastern Life Insurance Company needs 

an Agency Manager for the territory contiguous to 
SUNBURY, PA. 

The man we want must be a leader of men, and a salesman of 

proven ability. 

The contract—to the right man—will include liberal com- 

missions and renewals, with ample financial backing. 


If you know that you can “fill the bill’, please submit your 
qualifications in strict confidence. 


Address: AGENCY MANAGER, care of THE SPECTATOR. 
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Service of Quality to Policyholderg 
Contracts of Superiority to Representatives 
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Write for information relative to open territory. Have two or 
three agencies with business established where change is 
desired. 











BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 
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| President 


COMBINATION 
ONTRACTS 


62 IN PP 
LIFE 
HEALTH 


ACCIDENT 


NE DOLICY 

NE * REMIUM 

—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 
we Eyes 
Chat | Permanent Disability 


HOME OFFICE, SEATTLE, U.S.A. Benefits 
Reliable Representatives Wanted Meathiy lademsities 


Admitted Assets, Jan. 1, 1925 
$5,025,565.70 


saan 


pe 


Northern Life Building 
SEATTLE, U.S.A. 








D. B. MORGAN 








iSickness or Accideot 














ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 


Greatest Illinois Company 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 








R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsyloania and Maryland 


























New 1925 Edition Issued 


NEW YORK INSURANCE LAW 


Annotated 
By WILLIAM EDWARD BALDWIN 
Editor, New York Banking Law, Baldwin's Statute Service, Ete, 





This new edition of the New York Insurance Law contains 

all amendments to January, 1926, with annotations from 

Decisions of the Courts to March, 1925, Rulings of the 
Attorney General, and an Appendix containing 


Miscellaneous Laws Relating to Insurance 
and 


A Summary of the Requirements Relating 
to Fees and Taxes Payable by Insurance 
Companies of New York and Other States 


This is the first printing of the complete 

Insurance Law of New York, since 1922 
Every one requiring knowledge of the New York Insurance Law 

should possess this new and complete book 
Over 450 pages; flexible fabrikoid binding; gilt stamped 
Price $7.50 

The publishers of the 1925 edition of NEW YORK INSURANCE LAW were formerly 
the publishers and own the copyright of Parker’s Insurance Law of New York, a com- 


plete edition of which has not been printed since the year 1922. NEW YORK INSUR- 
ANCE LAW, therefore, takes the place of the former Parker’s Insurance Law of New York 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 














Field Annuals 


Insurance Directories 


for 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 











Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. / 


Fill out the coupon below and / 
mail today. / 
i THE 


rs SPECTATOR 
135 William St., 
7 New York 


7 Gentlemen: 


THE SPECTATOR 


COMPANY / saa 
135 William Street iv Business Builder Service. 
NEW YORK Pd PUTO Scout ore ator vena cratete eee 

G Address oo... eee eeeeeeeenerers 


Insurance Exchange 
CHICAGO 
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